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Folders—Booklets— 
Window Displays 
Mats and Electros 

to 


Give Your Sales 
a Boost 


Your windows are your best advertisement. 
When, through them, you advertise your 
store as headquarters for nationally adver- 
tised, nationally known merchandise you 
make your window display even more 











































Illustrated here are a few of the dealer helps 
that the makers of 1847 Rogers Bros. Silver- 
plate have prepared for your use. 


In addition there are newspaper advertise- 
ments complete in mat or electrotype form and 
individual electrotypes of the latest chest and 
tray combinations and of the four Ace patterns 
—Argosy, Ancestral, Anniversary and Ambas- 
sador—which will form the final link in the 
chain of your sales effort by broadcasting 
through the newspapers your story of this fine 
merchandise. 


The set of Pirate Girl cut-outs consists of three 
pieces—the larger “Girl” being 31 inches high; 
the two smaller figures 131 inches. These are 
beautifully lithographed in colors. 


Write to the Sales Promotion Department, 
International Silver Co., Meriden, Conn. 


1847 ROGERS BROS 
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“It Pays 

To Sell 
Good 
Tools” 


Two 


“Thoroughbreds” 
That Win-Everywhere 


The moment a true mechanic sees and handles either 


VAUGHAN’S VANADIUM HAMMER or 
VAUGHAN’S UNBREAKABLE FORGED PLANE 
he recognizes it as a “thoroughbred.” He knows 
quality in tools just as the trained horseman knows 
horseflesh. 


GIVE “CLASS” TO ANY TOOL STOCK 


It will pay you to stock these tools and to let every 
carpenter know that you carry them. The very fact 
that you offer them will inspire confidence in your 
entire tool stock. 


We Create the Demand 


We advertise these tools alternately in full pages, 
in every issue of THE CARPENTER, which is read 
by 400,000 journeymen carpenters. Let your local 
newspaper ads, your circulars, and your window dis- 
plays tell all carpenters in your community that your 
store is headquarters for 


V & B Good Tools 





Including: 


Axes 

Bits 
Braces 
Chisels 
Hammers 
Hatchets 
Nail Sets 
Nippers 
Pincers 
Planes 
Pullers 
Punches 
Rivet Sets 
Scrapers 


Scutches V & B 1927 Catalog 
Star Drills 


Tongs Is a liberal education in tooldom. See that you have a 
etc., etc. copy in your tool department, so you can take customers’ 
orders for goods not in your regular stock. 


VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 


(HAakers of Fine Toots 
34 Carroll Ave.~ ~ Chicago, Ill. U.S.A. 


, Send for it, and keep it 
right before you in your tool 
department. It will enable 
you to take orders for V & 
B items not in your stock, 
as well as giving you valu- 
able sales tips on the V & B 
tools you carry. 






















“It Pays 
To Sell 
Good 
Tools” 
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They take their Walworth 
STILLSONS home at night... 


You have heard a lot of stories about 
men making pals of their STILLSON 
wrenches. This one happens to be true. 


A purchasing agent bought a lot of new 
pipe wrenches for an oil refinery where the 
Walworth STILLSON had been used for 
years. Doubtless he had his own reasons, 
but the men who used the wrenches didn’t 
think much either of the reasons or the 
wrenches. So they left the new ones lying 
around to be “borrowed” and took their 
own pet Walworth STILLSON wrenches 
home with them at night in order to be 


sure of having good tools to work with the . 


WALWORTH. 


STILLSON 








next day. They figured that the next best 
thing to a new Walworth STILLSON is an 
old Walworth STILLSON. 


A ‘mechanic knows that the Walworth 
STILLSON possesses not only those quali- 
ties of strength and endurance which make 
it practically indestructible, but also that it 
is balanced right and is lighter than ordinary 
pipe wrenches. And that means efficiency 
and conservation of energy for the user. 


Hereafter the wise mechanic will see 
that his Walworth STILLSON is under 
lock, of nights. 





WALWORTH COMPANY 
51 East 42nd Street, New York 


Distributors in Principal Cities of the World 
Walworth, Limited, 10 Cathcart St., Montreal, P. Q. 
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TAR Brushes 


—hard to make 
but easy to sell! 


E buy the best materials. We have 

a first class crew of workmen. We 
carry a big stock and fill repeat orders 
instantly. But most important of all, 
we know how to make brushes. We 
have been working at the Star brush 
and improving it for 10 years. Now 
we know how to make a superlatively 
fire brush and that’s the only kind 
we do make. 


That’s why they’re easy to sell. That’s 
why they move out of your store fast. 
That’s why they stay sold. That’s why 
painters like them, buy them, -and 
buy them again. 


Our catalog tells the story. 
Write for it. 


Incorporated 








THE STAR BRUSH Mec. Co. 


HUNTERS POINT AVE. & MANLY ST. 
LONG ISLAND CITY, NEW YORK 


CHICAGO: 1113 N. FRANKLIN ST. 









































Points of 
Superiority 


1 The HANDLE 


Scientifically bal- 
anced for each type 
of brush. Clear 
grained wood 


Beautifully finished. 


2 FERRULES 
Made by us. Nickel- 
ed tin, riveted joint. 
Securely nailed to 


handle. 


SETTING 
The new ‘‘Bul. 
Grip” setting of new 
live rubber. Sup- 
ports a weight of 
250 Ibs. Unaffected 
by solvents which 
ruin ordinary set- 
tings. 


TheBRISTLES 
Pure China Bristles, 
sterilized, carefully 
graded and vulcan- 
ized in the setting. 


5 LAYERS 


of Bristles, one 
above the other, 
give Star Brushes 
an extra long life of 
clean, smooth, easy 
brushing. 
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Prepared 
Paint 


ie, Outside white 
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A True Story About a 
Merchant Who Made a 
Change—for the Better! 


6¢— USED to have a coal and 

lumber business in my 

town that paid me well, but 

I wanted to make more 

money. I took on the com- 

plete du Pont Paint and 
Varnish Line. 


“Since I have become a Full 
Line du Pont dealer, I have 
not only increased my in- 
come considerably, but I 
have given up my coal and lum- 
ber business. I attribute a 
large amount of my success 
in handling this line to du 
Pont’s merchandising helps 
and advertising.” 


(This merchant's name will be given on 
application) 


Write for the du Pont Proposition to 
E. I. du Pont de Nemours & Co., Inc., 
3500 Gray’s Ferry Road, Philadelphia, 
Pa.; 2100 Elston Ave., Chicago, IIl.; 
Everett Station No. 49, Boston, Mass.; 
569 Mission Street, San Francisco, Cal. 
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New/ 


Now the most ef- 
ficient hammer has 
been made the finest 
looking hammer. 
Ivory black head and 
red handle are richly 
stamped in gold. 


A highly at- 
tractive poster 
fordealer’swin- 
dow, which an- 
nouncesthat"a 
finer Plumb 
Hammer has 
just arrived”. * 


This Metal Shelf 
Sign for interior store 
display. 


Lk PULL A at 


Try theB 


This novel counter dis- 
play, which holds one of 
these finer Plumb Hammers. 
A Silent Salesman. 


Clip and mail the 
coupon and you will 
be supplied through 
your regular jobber. 































PLUMB'S 
“Sample Four” 


Dealers! An unusual and timely offer. 


To introduce the Finer Plumb Nail Hammer 
in its new and attractive finish (Ivory Black 
Head and Red Handle are nowstamped in gold), 
Plumb offers the “Sample Four” packed in one 
sales unit. 


The “Sample Four” Unit Contains: 


4 Finer Plumb Nail Hammers 


1 lb. H F 81 


Colorful window poster to at- 
tract customers 


Novel counter demonstrator— 
a Silent Salesman 


Metal Shelf Sign —a dealer’s | 
mark of identification i 


See these attractive sales helps pictured at 
the left. They are all free. You pay only the 
regular price for the four Nail Hammers—the 
fastest sellingitem inthe Plumb Advertised Line. 


Everything in one package. Just mail us the 
coupon and it will come to you through your 
regular jobber. 


Stimulate your tool sales. With the poster 
in your window and the demonstrator on your 
counter these finer Plumb Hammers will sell 
themselves. j 


FAYETTE R. PLUMB, Inc., Phila., U.S. A. 


PLUMB 


DOUBLE LIFE 
Hammers Ratchets 









Files Sledges Axes 


Fayette R. Plumb, Inc., Phila., U. S. A. 


i 
i 
i 
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1 
' 


‘ Jobber’s address 
1 one Plumb “Sample Four” Sales Unit A. 
| 
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MURPHY BRUSHING LACQUER 
is going dig 


Bigger than we hoped for, even. Murphy color cards and the instruction 


Dealers everywhere tell us their stocks book? The instruction book is a real 
are moving rapidly—and saying it business puller. It not only excites a 
with re-orders. woman’s imagination but it shows how 
What share of all this fine Murphy easy it is to do a first class job with 
Brushing Lacquer business are you get- Murphy. 
ting? . .. Our advertising is broadcast- Murphy Brushing Lacquer does 
ing this new Murphy story in millions give a woman what she wants —easy 
of homes. Hundreds of thousands of brushing, quick drying, a fine velvet 
old chairs, tables, porch things are being gloss. Sixteen colors to choose from. 
made bright and fresh and usadb/e with If you haven’t either the Murphy 
Murphy. Hundreds of thousands more 5 panel, full colored window display 
are waiting for Murphy. or the color cards and instruction 
A suggestion over the counter, books, send for them. We'll ship them 
rightly timed, does wonders in sending _free at once. 
a woman out of your store with a can Don’t let Spring and Summer go 
of Murphy under her arm. by without making a real effort to get 
Our window displays are unusually a// the Murphy business in your com- 
good. Have you put one in? munity that’s waiting for you to reach 


Are you giving counter display to out after. 


Murph 
BRUSHI votLacquer 


€¢ What I like best about the men who make up the Murphy Varnish Com- 
pany is the sane way in which they look at their own job—not the largest mare 
varnish makers in the world, not the only makers of good finishes, but “ 


merely the determination that all the finishes they make shall be good. 99 


MURPHY VARNISH COMPANY 


NEWARK CHICAGO SAN FRANCISCO MONTREAL 
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very 
Building In 
Every Town-— 


Represents a possible sale for Alabastine dealers. 
And to assist our dealers, national advertising 
is telling 25,000,000 people monthly about 
Alabastine. Our extensive advertising is sending 
customers into your store. Here is an immense 
field for profit you cannot afford to overlook. 














Alabastine has been America’s favorite wall finish 
for more than 50 years. It has seen other wall 
coatings come and go, yet watched its own popu- 
larity steadily increase. 











That is why more than 30,000 dealers now supply 
this profitable and dependable product to millions 
of satisfied users. 









Alabastine is furnished in 20 colors, does not fade, 
will not rub off, yet washes off easily; is sanitary, 
lasts indefinitely—but in spite of all this is in- 
expensive, 







Get in touch with your jobber today. 





Free to Dealers 








Let us help you to make real profits, Mr. Dealer. Write ° 
for our booklet illustrating attractive, new Opaline Look for Cross and Circle 
effects obtained with Alabastine—a revelation to you Printed in Red 






and your customers. Also ask for information con- 
cerning our special Stencil offer, and our free offer of 
high grade, all bristles, 7-inch wall brush. And at the 
same time, permit us to put you on our list, along with 
thousands of other dealers, to receive, without cost, 
ac’ helpful and interesting publication, “Brush and 

ail. 









Alabastine Company, Grand Rapids, Mich. 







INSTEAD OF KALSOMINE OR WALL PAPER 
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“Behind the 
Salesman’s Call” 
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OHN WILLYS-—outstanding American manufac- i 

JOHN N. WILLYS turer and merchandizer—says: ““The commodity must f 
be at least two-thirds sold before the salesman closes f 

the purchase.” : 

‘2+ 2+ & «2 5 

This publication is a part of that essential selling job : 

that means the ultimate order. ‘ 

* * * *& & é 


Behind the salesman’s call is a great chain of information. 
Changes in practice, new ideas, new policies of manu- 
facturing and marketing—all these reach your eye as a 
reader and buyer through the editorial pages. 

And just as the editorial pages point out new methods 


and new opportunities of cost-saving or profit-making so 

F the advertising pages reinforce the editorial content with : 
their specific information on products, commodities or ‘ 

services that will put their new ideas to work in your E 

business. ‘ 

When you reread this issue think of it not as pages of . 

printed paper but as an inventory of information and . 


products and service to help its readers—its editorial 


AIURRRRALEEE ED > 





pean te material selected from the best of the present, its advertis- 
profit organization : nee ; 
a ce ing pages, the paid announcements and descriptions of the ; 

emselves to P . 2 
a working code of output of businesses made to serve you as yours is run to F 
practice in which the 2 
interests of the men of serve other. Ss. 


American industry, 











subscribers, and 
shonest advertising of 
dependable products, 
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On the Job in Boston 
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DIRECT MAIL 











TEAM WORK 
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Peaslee-Gaulbert Co. 


INCORPORATED 
LOUISVILLE - ATLANTA - DALLAS - HOUSTON 
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No. 62 Wood Handle Monkey Wrench 


Notice The Slide 


It is joined in back as well as in front— 


a B & C feature. Makes a stronger 
wrench and a closer adjustment. 


It’s the same way throughout the manu- 
facture of B & C monkey wrenches. 
Added strength has been given to all 
points of greatest strain. 


Your jobber carries B & C wrenches. 
He will tell you that dealers are making 
a nice profit handling the B & C line, 
because this quality tool insures repeat 
business. 


Bemis & Call Co. 


® 


WRENCHES 
Springfield, Mass. 







BEMIS & CALL CO. 
Springfield, Mass. 






























“rhe Slots Stand 
the 


Strain / 


For nearly a hundred years 
the American Screw Com- 
pany has developed its re- 
sources and facilities in 
order to produce better 
screws. 


No small part of this effort has 
has been directed toward making 
slots whose sides will not crum- 
ble under pressure. 


Almost a century of experiment 
and experience has shown us the 
methods we wanted to find. We 
apply these methods to American 
Screws and, as a result, their slots 
stand the strain. 




















AMERICAN SCREW CO. 


| PROVIDENCE, R.I.U.S.A. 


‘Put It Together With Screws ” 
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POLICE GOODS 





For Three Hands. Nos. 30 and 31 


REMEMBER 
THE 
NAME 





a cot 


e 
FAC Buye'S 
of @talog 





REG. U. S. PAT. OFF. 


Torrington, Connecticut, U. S. A. 


New York Office: 151 Chambers St. 
ESTABLISHED 1854 INCORPORATED 1864 
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“He always buys the best” 








That’s why he is a val- 
uable customer.... the 
kind you want to hold 


The 
Dutch Boy’s 


Column 
The Ambassador 


He called on every home-owner in 
town, but he didn’t try to make a 
single sale! Called himself the 
Paint Ambassador. Told them 
about painting, told them he sold 
good paint and brushes, told them 
to come down any time and get all 
the intelligent information about 
paint and painting they wanted. 

But do you think that was all 
these home-owners heard from 
him? Not by a long shot. Every 
few weeks they got something in 
the mail to tempt them to go down 
and buy some paint. 

And you'd be surprised at how 
many of them obeyed that impulse! 

That’s a way to do real pro- 
motion work— personal calls plus 
useofthe mails. But if you haven’t 
time for house-to-house canvass- 
ing, use direct-mail anyway. You 
can make it dig up prospects you 
never dreamed of. 

Mail out to prospective cus- 
tomers the literature manufac- 
turers send you. National Lead 
Company, for instance, furnishes 
some booklets ideal for the purpose. 
Write for a supply. They’re free. 


fy. butte Bey 




















HE most desir- 
able customers 
are those who buy 
for quality. They 
want the best prod- 
ucts. And they pat- 
ronize the stores 
whose policy is 
“quality first.” 
These are the cus- 
tomers you seek, be- 
cause they bring permanent patronage. You 
can attract them—you can hold them—by 
handling proven, dependable merchandise— 
the leading products in every line. 

Such a product is Dutch Boy white-lead. 
For generations it has been the choice of skilled 
professional painters and other discriminating 
paint-buyers. 

The high and unvarying quality of Dutch 
Boy white-lead is well known. Why not 
capitalize on its prestige?! 

Feature Dutch Boy. Write us for any sell- 
ing helps you may need—window displays, 
booklets, movie slides, newspaper electros— 
they are all yours for the asking, and they will 
bring in the quality trade. Address our nearest 
branch. 





NATIONAL LEAD COMPANY 


‘New York, 111 Broadway Boston, 800 Albany Street 
‘Buffalo, 116 Oak Street Chicago, 900 West 18th Street 
ag 659 Freeman Avenue Cleveland, 820 West Superior Avenue 
St. Louis, 722 Chestnut Street San Francisco, 485 California Street 
Pittsburgh, National Lead & Oil Co. of Penna., 316 Fourth Avenue 
Philadelphia, John T. Lewis & Bros. Co., 434 Chestnut Street 
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Lindbergh preparing to 
hop of for Paris in 

is Valsparred 

Ryan plane. 


Our unoffici 
yon. 0°: 
France about 
to pay his re- 
spects to Mme. 
Nungesser. 


COLONEL CHARLES LINDBERGH 





A ll fy Z: nN Va lsp a rred F lanes aes Lindbergh lands at Croyden Airdrome where 


Londoners give him a tumultuous welcome. 


LINDBERGH, CHAMBERLIN, ByrRD 


ON the wings of the wind they flew— 
through storm and fog, over a wilderness 
of sea—to magnificent new achievements. 

Others may duplicate their feats, but none 
can dim the renown these pioneers of the air 
have won. 

That Valspar and Nitro-Valspar were chosen 
for finishing all three planes is not a mere co- 
incidence; it is a verdict. 


9 
VALENTINE’S Chamberlin and Levine in their Valsparred 


l SPA R Bellanca monoplane winging toward Germany. 
P. & A. Photo 


The Varnish That Won't Turn White Byrd’s iant Fokker is Val- 
sparred from stem to stern. 









Times Wide World 
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370 ATLANTIC AVE., 





THE ELASTIC TIP COMPANY 


MANUFACTURERS OF 


RUBBER GOODS AND SPECIALTIES 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 
FAST SELLING TIPS FOR ALL PURPOSES 


BOSTON, MASS. 
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Buying, Selling, Collecting ... 


The telephone on your desk will reach distant 
cities and states just as surely as it connects you 
with the other side of town, and you'll be sur- 
prised how little it will cost . . . Number, please? 


BELL LONG 
DISTANCE SERVICE 











KEYSTONE 


No. 333 


““Soc-Kits”’ 











No. 222 
: , Six Keystone 
This handy little quality sockets 
auto kit consists of with 7” handle 
of hexagon 
a pressed steel case aheal. 


of heavy gauge 
steel containing seven sockets of different sizes, and a 
9” hexagon steel handle. 

The quality socket wrench line. Special features 
of these wrenches make them best sellers. 


KEYSTONE MANUFACTURING CO. 
Buffalo, N. Y. 


Sales Representatives—Surpless, Dunn & Co., 
New York—Chicago 


























Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
Tools. 

;The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 

Write for Catalog 
Cc. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 











r 

















FOR SALE THROUGH ANY GOOD WHOLE- 


New York 





Pointing Trowel No. 75 


SALE HOUSE 
ae — Especially useful for laying tile, it should be 
Selling Agents displayed in every tool store. The blade is fine steel. 
Wiebusch & Hilger, Ltd. Shank and handle are right. 


W. ROSE 
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Wing Nuts ~ Thumb Screws 


8 Patterns—33 Sizes 


CUMUTUATACEUAA TTA 


‘ “ieee NH TAT = 


2 Patterns—72 Sizes 


Complete stocks always available for 
immediate shipment. Send for a 
copy of catalogue No. 9 and you can 
quickly order your requirements 
direct from your Jobber. 


ERHARD 
MALLEABLES 


48 Years of Quality & Service 





Abetter wirecloth 


that enjoys a 
belter sale 


Quality is responsible for a large percent- 
age of your wire cloth sales and certainly 
for the majority of re-sales. No man buys 


a poor grade the second time. 


For that reason “Buffalo” Standard Gal- 
vanized Hardware Grade makes no com- 
promise with quality. The accumulated 
experience of 58 years of the manufactur- 
ing of wire cloth stands behind this 


product. 


All meshes are carefully woven on im- 
proved power looms. Accurate mesh and 
uniform selvage are guaranteed. Thor- 
ough galvanizing strengthens the cloth and 


makes it impervious to corrosion. 


Here is quality coupled with low cost in 
*“a better wire cloth” that will stimulate 
your sales in this department to new profit 
totals. 
Write for General Catalog No. 8 AB 


BUFFALO WIRE WORKS CO., Inc. 
(Formerly Scheeler’s Sons) Est. 1869 


518 Terrace Buffalo, N. Y. 


2 x 2 Mesh o\a.8 Sieh 
No. 15 W & M Gauge 
-(.072”) Wire Galvan- 


ized 


BLOOUTRE 
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RINGoO 
Bath Room 


Fixtures 





Made of Brass—the Metal that Lasts 


RINo@? Fixtures are permanently beautiful because they are made of brass 
and heavy nickel plate. All fixtures look good for a while, but RyNece 
Fixtures retain their good looks as long as the house itself. 


Tell this to your customers and they'll buy because RING@ Quality is the 
kind most people want. Write for our large catalog of over 300 different 
designs. 


AMERICAN RING COMPANY, Waterbury, Conn., U. S. A. 


BRANCH OFFICES: 
New York, 2 Hudson St. Chicago, No. 29 E. Madison St. 
San Francisco, 116 New Montgomery St. Boston, No. 170 Summer St. 














— : 
NEEDS 
EVERY Se CADDERS , 
| sRY FARM NEEDS 
[Ir | VE BonG LADOER, 


I oun Senay open wreReNeneT: 
Thea we PAY TH 


Ny 


[I _Bw.w. BABCOCK C9] 
= | BATH ~~ NEW YORK, 
































LESTE 


See 


LINER a TGs 


EIA? Se 





2 
£ 
é 
x 
f 


Emaar teens nt arse 








HARDWARE AGE for JULY 28, 1927 19 





Be te 


as 
BX 





SNS ety Ae Soe rages 
CORRE: 


GRA Y-WICK 


“Gray-Wick may cost a little more, but—it is worth it” 


This popular brand of Screen Wire Cloth has proved one 
of the best sellers on the market. 


It is extremely durable, being made from rust-resisting 
Open Hearth Steel produced in our own furnaces. The 
wire is drawn in our own mills and every operation is ‘ 
under our personal supervision. 





Gray-Wick carries am extra heavy electro zinc coating 
3 thoroughly enameled with transparent varnish. It gives 
red wonderful service and absolute satisfaction, being known 
as the cloth of “Long Life.” 


It unrolls smoothly and lies perfectly flat, making it easy 
to apply. Has a pleasing Gray color. 


Your Jobber will supply you. 


12 Mesh, No. 33 gauge each way Our Other Brands of Screen Cloth 
14 Mesh, No. 33 gauge each way Cortland Black Enameled 

: 16 Mesh, No. 33 gauge filler White Metal Finish 

F No. 34, gauge warp Wickwire Premier 
18 Mesh, No. 34 gauge each way Wickwire Bronze 
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ATKINS’ 


75,000,000 
advertise- 
ments to 
consumers 
creates con- 
sumer accept- 
ance. 


IT PAYS TO DISPLAY 
ATKINS SILVER STEEL SAWS: 





Prize Winning Saw Display of Idaho Hardware and Plumbing Company, 
Boise, Idaho. 


Tie up with Atkins’ advertising through 
a window display and associate your store 
with the greatest and livest selling cam- 
paign in the hardware business. 


The No. 400, On 


The great Atkins 
Window Display 
Contest will remain 
open until Decem- 
ber 31, 1927, and 
live dealers are 
being supplied with 
display material. 
Write for complete 
plan. 


- of “The Finest 


on Earth” 


Send for Atkins New Display Material and put it in 
your window to enable prospective customers to 


learn where Atkins Saws are sold. 


E. C. ATKINS & COMPANY 


Established 1857 The Silver Steel Saw People 


Home Office and Factory 
402 S. Illinois Street INDIANAPOLIS, IND. 


Canadian Factory, Hamilton, Ontario 
Machine Knife Factory, Lancaster, N. Y. 


Branches Carrying Complete Stocks in Following Cities: 


Atlanta San Francisce 

A New Orleans 
Chicase. New York City Paria France 
Minpeapelis Po , Ore. Vancouver, B. C, 





In your city 
thousands 
are reading 
Atkins ad- 
vertisements 


and know 


ATKINS’ 
QUALITY 
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The Danger of 
Comfort 


OW often it is demon- 
strated that the man who 
is in the race for recognition 
shows his best mettle when en- 
gaged in his earliest struggles. 
Later, when money starts to 
come in, as a result of these ef- 
forts, and he tastes even slightly 
of success, life is apt to become 
too comfortable. The urge to 
do big things is dulled, and he 
settles down to what he mis- 
takes for permanent success. 
Let us not lose sight of the 
fact that this is the most dan- 
gerous point in a man’s busi- 
ness life. Let not moderate suc- 
cess blind us with its first 
golden glare. Rather this is the 
time for redoubled efforts, to 
the end that our ultimate suc- 
cess will be assured and note- 
worthy. Many a business to- 
day suffers because its captain 
did ngt avoid “the reef of early 
comfort.” 


What Others Say About Us 


Inclosed you will find post office 
order which covers amount of my 
account in full to date. Please for- 
ward receipt. 

I like the Harpware AGE and I 
consider it one of the most valuable 
publications that comes my way. 

I always read it with keen inter- 
est. Its matter ts put in an attrac- 
tive manner and well illustrated. I 
appreciate its practical articles on 
the general phase of hardware mer- 
chandising. 

I do not hesitate to recommend 
the HARDWARE AGE to hardware men 
as one of the most up-to-date, prac- 
tical and interesting trade journals 
published. 

G. B. Parsons, 

Honeman Hardware Company, 

Portland, Ore. 





eat aes 






































teens Sas 


gorges 


emma 


Seah a eee cance 


aeRO 


serene 








HARDWARE AGE for JULY 28, 1927 _ 





NOB-LOC 


1s makin g new business 


Simply insert 
in place of 
old knobs 
and spindle 


























| ween is blazing a new trail of 
sales. Doors that have gone unpro- 
tected for years are being equipped with 
NOB-LOC — because it is so easy. The 
fact that there is no cutting, no drilling, 
no marring, wins customers quickly. Then 
its unique operation and its three-minute 
application make buyers marvel at its 
simplicity. 

NOB-LOC needs little explanation to sell. 
Two turns of the key and you may as 
well write out the sales-slip. 


NOB-LOC can transform a door with just 
an ordinary latch into an entrance with 
amazing security. And the change can be 
made within three minutes without tools 
or experience. Slip out the old knobs; 
insert the NOB-LOC spindle, screw on 











IT'S A KNOB AND 
NIGHT LATCH 
ALL IN ONE 


for 
ENTRANCE DOORS 
GARAGE DOORS 
APARTMENT DOORS 
WARDROBE DOORS 
SCREEN DOORS 
BEDROOM DOORS 
OFFICE DOORS 


and 


OUT BUILDINGS OF 
EVERY NATURE 


the other knob and tighten the set screw 
—that’s all. When the door is unlocked, 
both knobs operate the latch in ordinary 
fashion. When locked, the outside knob 
spins free and prevents entry. 


NOB-LOC retails for $2.50 complete. It 
contains a cylinder lock and fits any door. 
It is sold with two keys, and is finished 
in dull brass. 


McKINNEY MANUFACTURING COMPANY 


Pittsburgh, Pennsylvania 


Offices: 
BOSTON, NEW YORK, BALTIMORE, CHICAGO, SAN FRANCISCO 














McKinney Manufacturing Company, 
Pittsburgh, Pennsylvania 


Please send me complete information about Nos-Loc. 
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By Llew S. Soule 


Inside Competition 


HESE are days of intense competition. The 

hardware merchant, not only faces a full competi- 

tion of hardware stores, but he is also forced to 

meet the competition of mail-order houses, ped- 
lars and department stores, as well as that of a multitude 
of chain stores—grocery, general, drug, cigar, etc.—each 
selling as many as possible of the quick-turning, profit- 
hearing items, formerly found only behind hardware 
counters. 

It would seem that he had competition enough, with- 
out creating any. 

The fact remains, however, that the greatest competi- 
tors of the average hardware dealer today, his strongest 
harriers to profit, are to be found inside his own store. 
They are habit and inefficiency, backed up by antiquated 
methods, out-of-date store arrangement, poorly trained 
salesmen, “dead stocks,” “over stocks,” “under stocks” 
and “outs.” : 

True, there are many progressive hardware merchants 
who have thrown off the yoke of habit and tradition, re- 
arranged their stores and put their merchandising 
methods in tune with the times; but we are speaking of 
the ‘average majority and not the efficient minority, even 
though that minority does run into sizeable figures. 

Habit is probably the most insidious of these traitors 
in the ranks. Habits are easy to acquire and difficult 
to shake off. Often they are direct descendants of tra- 
dition. We are prone to think that the ways which 
brought profit to our fathers are essentially right; that 
they are, in a way, sacred and to be maintained at all 
costs. Thus the habit is formed. 

And yet, our fathers plowed the land with pointed 
sticks and cut their grain with rude hand sickles. How 
long would Caesar’s conquering armies have stood 
against long-range cannon, machine guns and bomb- 
dropping airplanes? The hardware merchandising 
methods of 1902 were in keeping with conditions at the 
time, but times have changed. The most efficient mer- 
chants of twenty-five years ago would be failures today 
unless they changed their methods to meet 1927 condi- 
tions. 

Habit and tradition have held back many hardware 
merchants from rearranging their stores and otherwise 
fitting themselves to meet modern competition, but hard- 
ware habit and tradition are facing machine guns and 
must eventually surrender. 

Habit breeds inefficiency, because the efficiency of yes- 
terday is often the inefficiency of today. There will 
always be barb wire entanglements ahead of the ineffi- 
cient merchant. 14 





23 


We will omit the poorly trained salesman, not because 
he has ceased to exist, but because even the most hide- 
bound traditionist is beginning to realize that unless his 
men are trained to sell, his business will slowly but surely 
diminish, 

That brings us to the four inanimate competitors 
which lurk in the merchandise itself. The greatest of 
these is known as “Dead Stock,” but as a competitor it is 
very much alive. It occupies valuable space, ties up capi- 
tal and throws away the interest. It adds to overhead, 
increasing the difficulties of meeting competitive prices. 
A prominent authority is responsible for the statement 
that approximately one-fifth of the average hardware 
stock is “dead stock” from the time it is purchased— 
dead in the sense that it will not move out in time to 
produce a profit. Perhaps the estimate is too high. 
However, if only one twenty-fifth of the average stock 
is dead it represents a serious condition. 

Over stock is closely akin to dead stock, particularly 
if it represents slow-selling merchandise. It costs money 
and helps competition. Proper records and _ sensible 
buying can, to a great extent, eliminate over stocks. 
Why tolerate what can be cured ? 

“Under stocks” are just as much competitors as are 
dead stock or over stock. Under stocks hamper sales, 
destroy reputation and’ dishearten salesmen. We per- 
sonally saw an eastern merchant lose a sale for white 
paint to cover five houses because his stock was insuf- 
ficient to paint one good-sized house, yet 75 per cent of 
the houses in that dealer’s district are painted white. 
The money tied up in dead stock in that store would 
have put every under stock on an adequate basis. He was 
losing both ways. 

“Outs” are in most cases indefensible. They come 
either from arbitrarily inadequate buying or from lack 
of knowledge concerning the customer’s wants. An oc- 
casional “out” may not seriously affect a business but a 
chronic condition of “outs” will definitely and surely 
turn a merchant’s trade elsewhere—and after all, that’s 
competition, 

And so, while we do not underestimate the direct out- 
side competition which faces the trade and which cannot 
always be controlled by the merchant, we cannot but 
feel that the first step toward better conditions and more 
adequate profits lies in a personal attack on the indirect 
home competitors which can be controlled. Once we 
have conquered them the others won’t seem nearly so 
formidable. 
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N Illinois there is a hardware store that is older than 

the town in which is it located. The business was 
founded in 1873, in what was then a typical prairie 
farming community, known by the name of the wealthiest 
and most influential resident as Rand, and has developed 
until today it is a modern establishment with a back- 
ground of tradition. 

Fifty-six years ago Ben F. Kinder, then a young man 
of 25, with his half brother, James Bray, borrowed a 
few hundred dollars from their mother and opened a 
hardware store at Arlington Heights, a small center 
located some 40 miles from the present city of Chicago. 

































A New Store that is Fifty-three Years Old 


B. F. Kinder’s Sons, Des Plaines, IIl., develops largely on staple 
lines of hardware over a half century. New store has very 
latest type of merchandising equipment 


In those days Chicago itself was not much of a city, 
and Elgin, lying about equidistant in the opposite direc- 
tion, was the larger place and was looked upon as the 
metropolis of the territory. After an apprenticeship of 
three years, Mr. Kinder sold his interest in the store to 
his partner for $1,200 and with part of this money 
bought a small frame building, about 20 ft. square, at 
Rand. A small stock of hardware was purchased and 
the present hardware store had its beginning in what 
was little more than a country crossroads location. The 
total sales volume of the store in its first year reached 
the very satisfactory figure of $1,500. 

However, within the next few years things happened 
in and around Rand. A railroad came through town 
and as nearby Chicago grew, the farmers prospered until 

a real town sprang up on the site of Rand, which, 
in turn, came to be known as Desplaines. The 
only memory of the original name of Rand 
left alive today is a highway running out 
from Chicago, which is still called the Rand 
Road. 

In 1881 the original frame store build- 
ing, which still stands on its first site, was 
outgrown and was sold by Mr. Kinder 





The “modern” brick store building which was 

built in 1881. Note the steps from the side. 

walk level to the front entrance with the dis- 
play(?) windows out of range of vision 


Lower right: The first home of the Kinder 
hardware store is still standing on its original 
site. It now houses a harness shop. 










Lower left: Interior of the store in 1901 after 
the installation of the then modern fixtures of 
the J. D. Warren Manufacturing Co. 
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for $200 and a vacant 
lot purchased “across 
the tracks.”” Here a 
new, “modern” brick 
building, the first in 
town, was erected, 
and, while it has been 
remodelled and_ al- 
tered several times 
since then, the outline 
of the old building can 
still be traced in the 
present structure. In 
the winter of 1900- 
1901 an extensive ad- 
dition was built and 
the store completely 
equipped with what 
was then the most up- 
to-date of Warren 
fixtures. 

In 1920 Mr. Kin- 
der’s three sons, 
W. L., B. F., Jr., and 
George W., were 
taken into the business 
and the name of the 
store became B. F. 
Kinder’s Sons. Last 
winter the continually 





expanding business again necessitated more room, so  vestment in the business of $1,200, while now the stock 
once more the building was remodelled, the floor space alone will inventory $20,000. The first time he took 
was nearly doubled, a modern copper and plate glass his annual inventory he finished the job in one day, while 


front installed and a com- 
plete new set of modern fix- 
tures again set in place by 
the J. D. Warren Manu- 
facturing Co. 
While the senior Mr. 
Kinder, who is now 81 
years old, has passed the 
management of the store 
on to his sons, he is still 
active in the business and 
can usually be found wait- 
ing on customers or doing 
repair jobs back in the tin- 
shop. He is fond of draw- 
ing comparisons between 
the store’s early days and 
the present time. He tells 
of the first year’s sales of 
$1,500 and last year’s $75,- 
000 volume, the original in- 


The Kinder 
Store Today 


Warren fixtures of 
the 1926 model 


h av-e_ replaced 
those of 1901. ~ oT 


Wall cabinets with 


glazed sample (i ae 


doors display every 
item of shelf hard- 
ware to advantage 
while the stock is 
carried behind the 
doors and on the 
open shelving. 


i 








now it takes the 
entire store force 
two weeks. The 
business from 
the beginning 
has been built up 
largely on 
straight staple 
hardware _ lines 
but with the 
new fixtures and 
the opportunity 
to display the 
merchandise, to- 
gether with the 
greatly improved 
appearance of 
the store, it has 
been found that 
more customers 
are attracted. 


Last winter the store was again 
enlarged and remodeled. While 
the old store can be traced in 
some of the interior partitions, 
its outline is completely lost 
on the exterior. The two large 
display windows and the elec- 
tric sign proclaim it as a strictly 
modern hardware store. 


Picture at top of page: Along 
the left hand side of the store 
is deep open shelving which 
houses the stock of kitchen- 
ware. The space in front of 
the shelving is unobstructed by 
counters, making it easy for 
the customer to inspect and 
handle the merchandise. 
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“My Off Is On” 


A Week's Cruise of Six Morons 


By Saunders Norvell 


Off Montauk Point, L. 1., Saturday, July 16, 1927 
HE title for this article is Pennsylvania Dutch, 
conveying the idea that I am on my vacation. With 
them, a vacation is an “off,” and naturally when 
you are gone on your vacation, your off is “on”! 
x * 


Recently in Pittsburgh I sat at dinner next to a lady 
who told me that she was descended on both sides from 
Pennsylvania Dutch. She related some amusing stories 
about the curious customs of these people, also about 
the Quakers, the Dunkards and the Mennonites, who 
own a large part of the farming land near Troy and 
Lancaster. Many of these people are still living “plain.” 
This means that the women wear little bonnets and very 
simple gowns. The men wear soft felt hats, and their 
clothes are fastened with hooks and eyes. It, is against 
their principles to use any buttons. The Pennsylvania 
Dutch, being good farmers, hard workers and thrifty, 
and living very simply, have become well off in this 
world’s goods, some of them, in fact, being very wealthy. 


* * * 


Their funeral customs are especially interesting. When 
a member of the family dies, the body is embalmed and 
kept for a week before interment. All the friends and 
neighbors immediately come over to the house of the be- 
reaved, take charge of everything and cook quantities 
of food. Some of the friends come even from far-away 
parts of the State. It is a week of eating and drinking. 
The women sleep, on the floor in the house, while the 
men sleep in the hay out in the barn. 


* * * 


This very charming woman, with a keen sense of hu- 
mor, said that when she was a little girl she went to the 
funeral of one of her aunts. On the last day, just be- 
fore the burial, she, following others, filed into the room 
where her aunt was laid out, for a farewell look at the 
departed. Each person entering the room carried a 
candle. Otherwise the room was in complete darkness. 
A very tall man was just ahead of her, and when he 
approached the remains, he first took a long and stead- 
fast look at the features. Then he held his candle over 
the hands. He also examined the feet. She had to wait 
while this examination was in progress. All the time 
the cadaverous gentleman was whispering to himself— 
“Wonderful. Very well done. Very well done. Won- 
derful.” Of course, she was surprised, and finally, when 
they both left the room, she inquired who the tall man 
was. It developed that he was a neighboring under- 
taker. He was inspecting the job of embalming that 
had been done by one of his contemporaries, and he 
could not resist the temptation to express his profes- 
sional appreciation of a good piece of work! 

*x* * * 

On one occasion I was invited to address the Chamber 
of Commerce of an important manufacturing city in this 
district of Pennsylvania. This town happened to have 
a very interesting Colonial history. I opened my talk 


tactfully by referring to this history and suggesting that 


it would not be a bad idea for them to have a brief ac- 
count of the history of their town printed on thin paper 
in the form of a small booklet, and pasted in the front 
of every volume in their library. By this means, I said, 
everyone who took a book out of the library would have 
an opportunity to read the interesting history of the 
town in which they lived. My suggestion was received 
by the audience in frigid silence. I had made it before 
in other towns, and I had always been given some little 
applause. I was, therefore, surprised this time at the 
stony silence. 
te ke 
After my talk two of the merchants took me around 
to the club for a drink of buttermilk. When we arrived, 
they sat at the table and shook with laughter. ‘“What’s 
the big idea?” I inquired. “Let me in on the joke.” “Well, 
well!” said one. ‘We are laughing at that suggestion 
of yours of pasting the history of the town inside the 
cover of the books in our library.” “But I don’t see 
anything funny about that,” I answered, somewhat test- 
ily. “Oh, you don’t?” asked the merchant. “Well, the 
fact is we have no library. This is a town with sixty 
thousand inhabitants, but Carnegie overlooked us when 
he was passing out libraries, and the town itself has 
never had sufficient generosity or enterprise to organize 
one.” Then it dawned on me why my little suggestion 
had met with such a cool reception. The next time I 
will ask about libraries beforehand ! 
*x* %* * 


This weekly article is being written on the installment 
plan on a yacht at present anchored off Montauk Point. 
Do not reach for your atlas. This point is at the ex- 
treme eastern end of Long Island. Originally there was 
not much here, except sand, sand pipers, fishermen and 
a light-house, also a great collection of breezes off the 
wide Atlantic. However, Montauk Point is now being 
laid déut in residence lots. It has a fine hotel, golf links 
and a swimming pool, and promises to become a rival 
of Southampton as a fashionable summer resort. Carl 
Fisher is doing the job. 

* * * 

On our yacht are six male morons—our host and five 
guests. We have organized a Moron Club and elecfed 
our host president, because the man who supplies the 
yacht and all the food, drinks and service should imme- 
diately be put in the class of a 100 per cent, A No. 1 
moron! We explained all this to our host before the 
ballot was taken, and he accepted his honors with a very 
graceful speech. We happened to call ourselves morons 
because on the table in the lounge of the yacht was “The 
Story of Philosophy,” by Dr. Will Durant. Turning 
through the pages of this history, one of the guests 
called attention to the fact that one great philosopher 
after another laid down the principle that, in order to 
he happy in this world, we must not be ambitious. We 
must enjoy small things and be concerned only with the 
little affairs in our immediate lives. “In other words,” 
suggested another guest, “in order for anyone to be 
happy, we must cultivate the art of being a moron.” We 
all agreed that this was true, so we organized the Moron 











Club and further agreed that all of our conversations on 
this cruise would be about matters so simple that even 
a moron with the retarded development of a child of 
fourteen could understand and enjoy what we were talk- 
ing about. Now, if you have never tried this plan, just 
do so on your vacation—no high-hat conversation, noth- 
ing complicated, no statistics, no long quotations—just 
easy stuff, something mentally just as easy to digest as 
spinach. Speaking of spinach, our host remarked that 
he was very fond of spinach and had it on his bill of 
fare every day. Then he asked the moron on his right 
if he could not help him to some spinach. ‘No, thank 
you,” answered this moron, “I’m on mv vacation!” 
The Algonquin is a beautiful yacht. She is 100 feet 
long and has every modern inconvenience on board. As 
1 write these line the radio announcer from WGYZ is 
giving the ladies their morning talk on housekeeping. 
With a voice like that of William Jennings Bryan, he 
is telling them what they should pay for eggs, potatoes, 
porterhouse steaks, etc. I am sorry to learn from him 
that the cost of living, after starting down, has recently 
come to a standstill. I feel deeply grieved, as I stop 
writing to listen to the radio, that I have missed all 
these instructive talks on housekeeping for so many 
months past! 
* * * 
I suggested to our host that we turn off the radio, as 
I was sure that all this conversation about food would 
increase our appetites and make it harder on him at 
lunch time. He was reclining nearby in a wicker chaise 
lounge, reading “Your Money’s Worth,” by Stuart 
Chase and F. J. Schlink, the latest book mailed to its 
membership by The Book-of-the-Month Club. At his 
elbow was a tall glass full of ice and Canada Dry Ginger 
Ale. He looked up lazily, crossed one leg over the other 
and remarked, “Here, tell this story to your readers: 
There was an Irishman who lost his mind. He was sent 
to an asylum. At this asylum, all day long, he wheeled 
a barrow up to a pile of bricks and then wheeled it back. 
The curious thing was that he always kept the barrow 
upside down. A visitor to the asylum inquired of him 
why he did not turn the barrow right side up. The 
Irishman winked his eye, laughed craftily and answered, 
‘Oh, no. I am not as insane as you think. If I should 
turn that barrow up straight, they would fill it full of 
bricks!” 
ck 2 
This host of ours is one of that class of morons who 
believes in doing everything very systematically. I never 
saw him hurry in my life. He always takes his time. 
He is always deliberate, but just the same he is the owner 
of a 100 foot yacht and everything that goes with it. 
When you make an engagement with him to meet him 
at a certain place on a certain evening at a certain time, 
he will take a little notebook out of his vest pocket, 
write down the date, the name of the place and the 
time, sign his name, tear out the memorandum. and hand 
it to you. He states this habit has saved him a lot of 
time and trouble with his forgetful moron friends. 
i 


Now, on this yachting trip, he told us that he knew 
from time to time we would like to land, and, of course, 
when we landed, we would need some means of trans- 
portation. Therefore he made out an itinerary of ex- 
actly where the yacht would be every day, and he had 
a Rolls Royce car, with his chauffeur, traveling on land 
up and down Long Island following his yacht on the 
water. This seems funny. You would imagine that 
our host belonged in the asylum along with the Irish 
bricklayer, but I want to tell you that when we landed 
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at a dock, it was mighty convenient to find his chauf- 
feur waiting there with his car. 
 *-s 


Our host had written to all of his friends that he ex- 
pected to visit, stating he would call on them with his 
collection of morons at certain times. We landed, found 
his car waiting and visited several handsome Long Island 
estates. We did not surprise our hosts. They knew we 
were coming. Everything had been arranged. Our host 
would make a wonderful guide for a trip around the 
world. He has that type of mind which would enjoy 
arranging every little detail in advance. I suppose this 
is the reason why he happens to be the head of a great 
corporation. On the Algonquin everything ran by the 
clock. Every meal was served on the minute. How- 
ever, everything was so well planned in advance that 
you never heard anyone giving any orders. This silent 
service is the best and most expensive service in the 
world. Our host was a quiet moron. He did not even 
bother his guests with over-much entertainment. He 
never insisted. Everything was there, but it was up to 
you to take it or leave it. 

a a 


He had a Japanese steward. His name was “Wata,” 
I think rather an appropriate name for a steward on a 
yacht. No matter what happened on that yacht, no mat- 
ter what was said, no matter how funny the story or 
how bizarre or how blood-curdling, Wata never changed 
his expression in the slightest. Wata poker face! I 
am sure that Helen Wills, the tennis player, has not a 
face as impassive as that of Wata. Wata was a little 
fellow, but he moved about with the swiftness and si- 
lence of a cat. All the time, nevertheless, one had the 
feeling that nothing was being lost on Wata. He knew 
the thoughts of your inmost soul and was mentally 
making notes of everything that was said and done. 

—e « 

It has been very hot and dry this week. [Every morn- 
ing the New York papers were read by us morons at 
breakfast. It was delightful to rise at seven o'clock, 
slip on a bathing suit, dive from the deck, swim for 
thirty minutes in the clear, cool salt water, dress and 
be ready with a hearty appetite for breakfast. Of 
course, you will ask how we could get the morning papers 
when we were yachting. On yachting trips it would 
be fooling to spend your time rushing around out on 
the ocean. The air on the ocean is fine, but the ocean 
itself is a rather lonesome, monotonous place. Yachting 
is not done that way. You spend the afternoon and 
the evening anchofed in one harbor, and after you re- 
tire, the captain of the yacht pulls up anchor and takes 
you to some other harbor, so when you wake up in the 
morning, a sailor goes ashore in the launch and brings 
back the morning papers. As a matter of fact, a Long 
Island yachting trip is simply going visiting carrying 
your own country place (the yacht) with you. You are 
entertained on shore, and you give entertainments on 
board. 

i 

At Southampton, we morons gave a féte. One of 
the morons had a birthday. Our host waved his hand, 
and the next thing we knew the sailors were hanging 
out electric lights. There were also Japanese lanterns. 
Then, in the afternoon, a lot of young fellows and 
young girls came on board to have dinner and spend 
the evening with us. We turned the yacht over to them. 
I had just read where Will Durant tells how, at first, 
the philosophers thought the world was composed only 

(Continued on page 52) 


























Paint department of the R. H. Barker Co. store. 




















Barker Obtains 261 Live Paint Prospects 


AST winter at one of the state hardware conven- 
li tions, one speaker, a college professor, made the 
statement that hardware men were too dignified 
for their own good. He contended that the average dealer 
felt himself rather above aggressive sales campaigns, con- 
demning as “circus methods” the activities of the depart- 
ment stores, chain stores and others with their special 
sales and flamboyant advertising. 
While this is perhaps an extreme view, it is a fact that 
merchants in other lines are more liberal users of adver- 
tising than is the aver- 


That surely is as staple as nails, and yet the R. H. Barker 
Co., Pontiac, Mich., has proven conclusively that a paint 
sale in a hardware store is just as productive of results 
as is a dress goods sale in a department store. Annually 
for the past five years Mr. Barker has held a four-day 
paint sale, and results have been uniformly good. This 
year’s sale was held May 11 to 14, and during that time 
approximately 3000 interested people visited the Barker 
store, and of that large number nearly nine per cent were 
actively in the market for paints, varnishes or brushes. 

About three weeks 
before the event 15,000 





age hardware dealer 
who displays a tendency 
to sit back and wait for 
his share of the busi- 
ness. Some are prone 
to defend this attitude 
of “watchful waiting” 
on the ground that 
hardware items are too 
staple to respond read- 
ily to aggressive sales 
methods—they say that 
if a man needs nails he 
will buy them, and if 
he doesn’t he won’t re- 


Occupation 


by mail. 





APE YOU SOs FO PAINT TRIG VOELE 6 on 5iss ke dso c0ese conse eee 
All questions must be answered. 


Make name and address very plain as winner will be notified 


R. H. BARKER HARDWARE CO. 


circulars in the form of 
color cards announcing 
the sale are mailed out, 
containing an order 
good for a special price 
on all paint purchased 
during the sale. This is 
followed by one or two 
? large display ads in the 
local newspapers, and 
all mail going out from 
the store, letters, state- 
ments, orders and cir- 
culars, contains paint 
sale advertising. Ban- 








gardless of special 
prices or other bait. 
But how about paint ? 


Sample of the prospect cards which were filled out by the people visiting 
the store during the demonstration. 


ners announcing the 
sale decorate the store, 




















inside and out, and signs are displayed on the sides of 
the firm’s delivery trucks. 

In order to “cash in” on the event in every way pos- 
sible, the sale is not restricted entirely to paint. This 
year Mr. Barker had factory representatives at his store 
to talk and demonstrate oil stoves, builders’ hardware 
and tools, as well as two paint demonstrators, and the 
whole affair took on the semblance of a county fair. 
Specially priced articles selected from the entire stock 
served as an additional attraction to draw people in, and 
over 2000 small sample cans of paint were distributed 
to the callers, as were such other souvenirs as measuring 
spoons, rulers and pencils. 

Each person attending the demonstration was given an 
opportunity to fill out a card, giving his name and address 
and designating whether or not he expected to paint this 
year. Exactly 261 of these cards were filled out by live 
prospects while over $2,500 worth of paint was sold 
during the four days. The names on the prospect cards 
were followed up by letter immediately after the demon- 
stration, and it is planned to write to them periodically 
until the order for paint is received. While this annual 
demonstration only last four days, its effect boosts Mr. 
Barker’s paint sales throughout the entire year. Last 
year the sales, practically all made to home owners and 
over the counter, totalled well over $15,000 which rep- 
resents a turn-over of approximately five times. 

Several weeks ago HARDWARE AGE published an arti- 
cle describing the methods adopted by the Barker store 
in following up prospective paint customers by mail. 
Miss Neva Dell Ross, who is in charge of the store’s 
direct-by-mail advertising, is doing a good job of it. 
Her letters carry a personal interest touch and are prov- 
ing very effective in “bringing home the bacon.” 

For the benefit of those who may have missed this 
article in HARDWARE AGe, the following points will be 
helpful in connection with the story here presented. The 
sales letters are usually’ sent in series. Mr. Barker, 
hearing of a new building or buildings to be erected, has 
Miss Ross send out one of her letters soliciting a call 
of inspection of the paint department by the builder. If 
this does not bring the results, a follow-up is mailed. 
When the sale is finally made, other letters are written to 
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R. H. BARKER CO. 
HARDWARE 
Factory and Mill Supplies 
PONTIAC, MICH. 
May 20, 1927. 

Mr. William Hempton, 
52 Short Street, 
Pontiac, Mich. 
Dear Mr. Hempton, 

We surely were pleased to have had the oppor- 
tunity of meeting you during our paint demonstra- 
tion, and from your card we learn that your 
intentions are to paint this season. 

Mr. Hempton, when you paint your home it is 
rather an expensive investment in one way and in 
another a very good investment, because paint 
really improves the worth of your property. 

Paint, like all other merchandise, is made in 
‘good” ‘‘Better’’ and “BEST” grades. We all want 
the BEST when we invest. 

Mr. Hempton, B. P. S. (BEST PAINT SOLD) 
will meet with every qualification that can be 
expected of any paint, and we would appreciate 
the opportunity of seeing B. P. S. on your home. 

Call in, give us the dimensions of your house, 
with the height included and we will give you the 
exact estimate and cost of your paint. 

Mr. Hempton, our Spring Price on Paint is Out- 
side White $3.75 gallon, and Colors $3.60. 

We would appreciate your order. 

Sincerely yours, 
R. H. BARKER CoO., 
N. D. Ross, 
NDR ADV. SALES DEPT. 











Sample of the letters which were sent to the 261 live prospects 
who signed cards. 


see that the transaction was satisfactory in every way, 
with the result that the customer feels that the Barker 
store is interested in him and anxious to serve him to 
the fullest satisfaction. 

The customer so gained is placed on the mailing list 
and each month he receives some sort of message call- 
ing his attention to other items in which he may be in- 
terested. 

Mr. Barker found that an intelligently conducted 
direct-by-mail advertising department got the desired re- 
sults, whereas a spare-time proposition, when letters were 
not systematically mailed and carefully followed up, 
failed to thrive. 





























A Good Combination 
Window Display 


The Wilmington Hardware 
and Rubber Company, 
Delaware Avenue, Wil- 
mington, Delaware, used 
this display of Hercules 
Steam-Distilled Wood Tur- 
pentine. It is a nice com- 
bination of turpentine, var- 
nish, insecticide and alu- 
minum ware. The window 
is easily arranged and gives 
a neat and attractive ap- 
pearance. This particular 
display was notably success- 
ful in bringing trade to the 
Wilmington store. As is 
usually the case, the dis- 
play in the window helped 
to sell many other items of 
hardware as well. 
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Ceneral; member of 


Epitor’s Notre—An article by 
Walter J. Munro dealing with 
the question of manufacturers sell- 
ing to the jobbing trade and at the 
same time selling to the retailer re- 
cently appeared in HARDWARE AGE. 

After reading the article in ques- 
tion, Mr. Felix H. Levy, former assistant to the U. S. Attorney 
General, wrote us his opinion on the subject, going deeply into 
detail, and quoting well-known authorities. 

Both Mr. Munro and Mr. Levy have had exceptional oppor- 
tunity to study questions of merchandising and distribution. 
Whether you agree with their conclusions or not, their view- 
points are worthy of thoughtful consideration. 

When you have read the two articles, write us, for publication, 
your own opinions on the subject. We will open the columns 
of Harpware AGE to a constructive discussion of this question 
which has so important a bearing on hardware distribution. 





Felix H. Levy 


teresting article by Mr. Walter J. Munro, of the 
Sweeney & James Co., Cleveland, Ohio, contending 
that direct selling by manufacturer to retailer is unethical. 

This view is supported by high authorities who sup- 
plement the ethical aspects of the subject by convincing 
arguments which show the business unwisdom of direct 
selling. 

In the brief submitted by the present writer to the 
U. S. Cireuit Court of Appeals in the proceedings 
brought by the Federal Trade Commission against The 
Mennen Co., and in which proceedings the court upheld 
the right of that company to protect its wholesale cus- 
tomers by giving to them a more favorable rate of dis- 
count than it gave to retailers, even when the latter 
bought in wholesale quantities, the following statement 
was made with respect to the importance of the position 
of wholesalers in the distribution of merchandise : 


AA crening issue of HARDWARE AGE contained an in- 


“The value of ‘old-line wholesalers’ in the scheme of distri- 
bution of manufacturers is an economic fact long established. 
They constitute, in substance, the salesmen of the manufacturer. 
They gather together under one roof the product of many manu- 
facturers and hold in readiness in their warehouses these count- 
less products for prompt and ready distribution in small quan- 
tities to the retailer. By closer acquaintanceship derived from 
propinquity to their retail customers, they are better able to judge 
of the financial credit of the latter than the more distant manu- 
facturer. If these wholesalers were eliminated, the manufac- 
turer in most lines of industry would be confronted with the 
need of making direct deliveries to countless customers, at great 
distances, in relatively small quantities, and without adequate 
opportunity of determining the credit standing of such custom- 
ers. It seems fair to say that such an undertaking would be 
impossible. The wholesaler now fills this function to the satis- 
faction of the manufacturer and of by far the greater number 
of retailers in this country.” 


In December, 1925, the same subject was considered 
by the National Distribution Conference, which was con- 
ducted under the auspices of the Chamber of Commerce 
of the United States and in which foremost men of busi- 
ness and economists of high standing participated. In 
its report on 
was said: 


“Methods of Distribution” the following 


The Economic and Ethical 
Impropriety of Direct Selling 


By FELIX H. LEVY, ESQ. 


Former Special Assistant to the U. S. Attorney 


the New York Bar. 


“The middleman system of marketing has developed for the 
simple reason that middlemen are able to perform the market- 
ing functions in the most economical and effective manner. * * * 

“Middlemen achieve economies by combining products made 
by different producers or manufacturers, thereby doing a much 
larger volume of business in any one locality than one indi- 
vidual producer could hope to do. * * * 

“If the manufacturer gives up selling through jobbers, and 
goes direct to retailers, he must store goods, perhaps in branch 
houses, in different parts of the country; he must have capital 
tied up in large stocks; he must give credit to the retailer; he 
must break his goods up into small lots; he must send out scores 
or perhaps hundreds of salesmen; he may have to make de- 
liveries. 

“Although there is a tendency for manufacturers to under- 
take direct sale, important cases of where manufacturers have 
cut out the jobber and have gone direct to the retailer are few 
and far between. Some who have tried it have been disappointed, 
and have had to go back to the jobber, especially in reaching 
sparsely settled sections of the country. Whoever adopts direct 
sale on the simple presumption that it must be cheaper is likely 
to be disappointed. On the whole, wholesalers are not being 
eliminated.” 


Similarly, as the result of an exhaustive study of the 
subject made by the National Supply & Machinery Dis- 
tributors’ Association, a report was made which con- 
tained the following statement: 


“More convincing than any argument we could give is the 
statement of one of our largest supply dealers, that in a single 
day’s business of 493 orders, 187 different manufacturers were 
represented. With one house furnishing its customers in one 
day with products of 187 different manufacturers, the effective- 
ness and economy of distribution through the wholesaler is 
proved without further comment. * * * 

“Manufacturers who distribute direct to the consumer find 
themselves burdened with 25,000 or 30,000 accounts and with a 
greater credit risk than the local dealer. We have been informed 
that in many cases the manufacturer’s expense for direct dis- 
tribution is upward of 25 per cent, when in distributing through 
the dealer this expense can be materially reduced. The dis- 
tributor’s overhead expense, plus a small net profit on the sale, 
will place the goods in the hands of the consumer at a con- 
siderable saving beyond the price which the manufacturer would 
have to charge in direct distribution.” 


Convincing confirmation of these views is found in the 
notable statement made by Mr. Farrell, president of the 
United States Steel Corporation : 


“The wholesale merchant is an essential component of our 
commercial system. The importance of his relationship to the 
effective conduct of trade has been generally recognized. In 
some lines of trade it has been thought necessary to limit the 
scope of the distributer and deal more directly with consumers, 
and while theoretically this might be considered evolutionary 
and along the lines of efficiency in marketing products, yet in 
most instances it involves greater cost of distribution. 

“In all of his relations with the consumer, the jobber is a fair 
intermediary and occupies the dual relation of a selling agent 
for the manufacturer and a buying agent for the consumer, and 
consequently fills an important position with respect to both. 

“Generally speaking, the policy of the United States Steel 
Corporation with respect to the wholesaler is one of recogni- 
tion of his ability to distribute more widely than can the manu- 
facturer. A large percentage of the manufactured forms of 
steel products produced by the United States Steel Corporation 
are distributed by the wholesale trade. * * * 

“In distributing many lines of products of staple character 
and common use to millions of consumers, it cannot be ex- 
pected that the vast majority of manufacturers can deal directly 
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with an army of purchasers, or can market an infinite variety 
of products as economically as can the jobber, whose familiarity 
with the affairs of his customers justifies credit risks which the 
manufacturer would not ordinarily entertain.” 


All of the arguments thus advanced are applicable to 
industries such as hardware, jewelry, groceries, mill sup- 
plies and, in fact, all industries except those where de- 
liveries are made in large bulk quantities and where the 
articles dealt in are few in number, such as the automo- 
bile industry and a limited number of other industries 
of that nature. 


trade, by making direct sales to chain stores, department 
stores, syndicate buyers and mail order houses, because 
of the fact that these latter agencies are able to place 
orders in such large quantities as to make it just as easy 
for the manufacturer to fill such orders as if they had 
been given by wholesalers. Economists raise the ques- 
tion of the propriety and wisdom of manufacturers at 
one and the same time retaining to themselves the ben- 
efits of the distributing advantages afforded by whole- 
salers and taking away from the wholesaler the best part 

of his business. 





Upon the basis 
of these argu- 
ments it seems 
unanswer- 
ably true that the 
wholesaler per- 
forms functions 
which are indis- 
pensably neces- 
sary, so that if 
the wholesaler 
were eliminated 
in the industries 
which have been 
mentioned, the 
result would be 
the utter subver- 
sion and demor- 
alization of such 
industries, with 
resultant dam- 
age not only to 
the welfare of 
the industry af- 
fected—not only 
to the welfare 
of the trade and 
commerce of this 
country — not 
only to the lo- 
calities in whose 
prosperity the 
wholesaler is an 
important fac - 
tor; but even to 
the ultimate con- 
sumer, for he 


to prove this truth a lie. 


he did not exist. 


whom they buy. 


the top. 


would —unques- tion of manufacturers—the evil will cease, and, I think, 
tionably obtain quite promptly.” 

his required ne- 

cessities with ; 





Mr. Munro’s Letter 


‘6 N my judgment the manufacturer who 
sells to the jobbers and at the same 
time solicits or accepts business direct 
from the retail trade—(the jobbers’ cus- 
tomers)—is cutting his own throat. 


“Two thousand years ago enunciation 
was given to the principle that no man can 
successfully serve two masters—yet in 
1927 we still find some manufacturers at- 
tempting to get away with it—attempting 


“Either sell the jobber and allow him a 
sufficient margin to cover the cost of doing business, plus 
a legitimate profit, and be faithful to the jobber by not 
soliciting or accepting any business direct from his trade, 
or sell direct to all the trade and avoid the jobber as if 


“Each manufacturer must make his decision else it will, 
I think, soon be forced upon him. 
‘are not inclined any longer to tolerate competition, be it 
fair or unfair competition, from the manufacturer from 


“Certainly competition among jobbers is keen enough 
and the job of keeping it clean big enough without the 
added trouble that results when the manufacturers’ trav- 
elers wander around the territories lifting the cream off 


“When foremost jobbers bring this matter to the atten- 


They ask wheth- 
er it is econom- 
ically wise and 
ethically right 
for the manu- 
facturer — ad - 
mittedly needing 
the wholesaler— 
to take away 
from the whole- 
saler a large, if 
not the largest 
and most profit- 
able, part of his 
business and to 
leave him with 
the less advan- 
tageous and less 
profitable part of 
his business, 
merely because 
the manufactur- 
er derives an im- 
mediate, tempo- 
rary and purely 
selfish advantage 
by so doing. If 
the manufactur- 
er claims that he 
does this upon 
sound and _ logi- 
cal grounds, eco- 
nomically and 
ethically valid, 
then he should 
push the argu- 
ment to a con- 
clusionand stand 
openly and hon- 
estly for the 
elimination of 
the wholesaler. 





Walter J. Munro 


Self-respecting jobbers 








much_ greater 


difficulty and at eo? 
a much higher price. The basis for this view 1s so 


sound that students of the subject have never found 
the need of giving serious concern to establishing 
the proposition that wholesalers are economically in- 
dispensable. The difficulty arises when the question 
is advanced one step further. That is, when the ques- 
tion arises whether, upon the basis of the conceded 
necessity of the wholesaler, it is economically proper, 
expedient, advisable and ethical for manufacturers in 
many lines of industry to take full advantage of 
the existence of wholesalers in such lines of industry, 
by continuing to market their products through such 
wholesalers in cases where the manufacturer cannot eco- 
nomically and efficiently make direct sales to retailers ; 
and, at the same time, undermine the position of the 
wholesaler and take away from him the cream of his 


He ought not to 
hunt with the hounds and run with the hares. He ought 
not to blow hot and blow cold at one and the same time. 

If he were thus candid and consistent, he would not 
thus indirectly undermine the position of the wholesaler, 
but would frankly stand for the total elimination of the 
wholesaler. But upon the plainest grounds of common 
sense he cannot and does not take this position; for if 
the wholesaler were eliminated the result would be, as 
the authorities have abundantly shown, the demoraliza- 
tion if not the ruin of the manufacturer’s business. 

The argument against the business wisdom and the 
ethical propriety of direct selling, is equally strong when 
viewed from the standpoint of the vast number of smaller 
retailers whose welfare obviously conduces to the general 
welfare of the country. It is too clear to require dis- 

(Continued on page 54) 
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In this paint department $1000 worth of paint is turned four to five times annually. 











California Dealer Turns Paint Stock 
Four to Five Times a Year 


R. Johnson, manager of Richmond, California, Hardware 
Store, says the most important thing about selling paint 


is display. 


HE paint department of the Richmond Hardware 

Co., Richmond, Cal., is one of the most profitable in 
the company’s store. The reason is not difficult to find. 
R. Johnson, manager of the store, likes to sell paint, and 
he has passed along some of his enthusiasm to the men 
in the store who work with him. 

This company carries a stock of paints and varnishes 
amounting to about $1,000. It turns its stock four to 
five times a year. 

“How do you do it?” we recently asked Mr. Johnson. 

“To my mind,” he said, “the most important thing 
about selling paint or anything else today is display. I 
am a great believer in display as a sales stimulant. We 
display paints and varnishes and brushes and sponges 
and putty knives, and everything else that is connected 
with the paint department almost continually.” 


Uses it continually in all departments. 


It should be remarked in passing, for the benefit of 
those who may not have heard, that in California the 
climate is conducive to outdoor painting all year, except 
during a few months in the winter when the rainy sea- 
son holds forth. Consequently paint in California is not 
strictly speaking a seasonal line. It is a line that can be 
sold nearly twelve months every year. In the city of 
Richmond most of the householders do their own paint- 
ing, which is another factor that accounts for the prof- 
itable paint business of the Richmond Hardware Co. 

Another thing which Mr. Johnson believes is an im- 
portant asset in merchandising paint is this: “We handle 
a well-known brand, a brand that is popular because it 
is well known. We carry only popular sizes. We do not 
overburden ourselves with too great a variety of colors. 

(Continued on page 53) 


















HARDWARE AGE for JULY 28, 1927 


O. K. Hardware Company Observes 
Fifteenth Birthday 


UR friend, Bill Dress, of the New York Knife 
Company, who in his travels sees good hardware 
stores and bad stores, is particularly enthusiastic 

about the O. K. Hardware Company’s store at Omaha. 
In his letter Mr. Dress says that Mr. Kresl, the pro- 
prietor of the O. K. hardware store, finds it decidedly to 
his advantage to pick up merchandise from the local job- 
ber, insuring a better and more profitable turnover, and 
that since his store has 
been rearranged, using 
these beautiful display 
tables and every item 
price tagged, his cash sales 
have shown an increase as 
follows: “March, $400; 
April, $500; May, $600. 

The Ralston Industrial- 
ist of Ralston, Neb., has 
this to say on the fifteenth 
anniversary of the O. K. 
Hardware Company’s start 
in business in Omaha: 

“The O. K. Hardware 
Company blew into South 
Omaha along with the 
cyclone March 23, 1913, 
with a hardware stock val- 
ued at $7,000. The busi- 
ness, under the manage- 
ment of John Kresl, has‘gradually expanded and to- 
day the concern has a $50,000 investment and claims 
the most up-to-date, the most convenient hardware store 
in the Middle West. 

A tour of the store convinces one that the claim is 
justified, for it seems impossible to conceive a better ar- 
rangement of merchandise for the convenience of pur- 
chaser and salesmen. 

Everything in the store is on open display either on 
tables, shelves or cabinets. The customer can find any 
item he desires in short order. He can examine it and 
finds that everything is price tagged. Over 2100 items 
are on display on the double row of thirty-two tables 
which occupy the center of the store. It took months to 
install the new display system, but, according to Mr. 
Kresl, it is worth every cent of cost and every hour of 
time required for its installation because it permits the 
greatest possible service to the customer. And service is 
the motto of the store. 

There are many advantages in the O. K.’s display sys- 
tem. The customer can pick out what he wants while the 
salesman is busy with another customer. He knows 
what an article is going to cost without standing around 
waiting to ask some one. He doesn’t need to wait while 
the clerk pulls out article after article for his inspec- 
tion. A trip through the store during the First Anniver- 
sary Sale, June 15 to 18, will convince you that this sys- 
tem is the best that can be found in the country. 

The policy of the O. K. Hardware has always been 
service to the customer. “We do not pretend to always 
be the cheapest in price,” says Mr. Kresl, “but we do at 
all times sell nothing but good, reliable merchandise that 





will in the end give the customer the most for his 
money. Any time that a customer is dissatisfied and 
feels that he hasn’t received his money’s worth we want 
him to come right in here and tell us. And he can be 
assured of asfair and square adjustment.” 

The O. K. Hardware doesn’t go in for sales, so their 
First Anniversary Sale, celebrating their fifteenth year 
in business, is an event which will be of unusual interest 
to the people throughout 
the trade territory. It isa 
real sale, with real bar- 
gains, and its purpose 1s to 
bring people into the re- 
modeled store to get ac- 
quainted with the stock 
and the personnel. 

Now let us introduce 
you briefly to the person- 
nel of the O. K. Hard- 
ware Company. First, of 
course, comes John Kresl, 
president and manager 
of the corporation, who 
started the business back 
in 1913 and has piloted it 
steadily forward. Ora 
Beavers is Mr. Kresl’s as- 
sistant and has been with 
the firm for the past six 
years. Mr. Beavers is, without doubt, one of the best 
hardware men in the city and the personal service 
he gives the customers has been a big factor in the up- 
building of the business. 

The job of credit man is no snap. It requires diplo- 
macy and good nature along with tenacity, and Charles 
Kavan, who has been here five years, seems to have it. 

Carl Tess is another employee of five years’ service. 
He is in charge of the paint department and, like all the 
O. K. employees, makes personal service a feature of his 
department. 

George Huttelmaier is perhaps as well known as any 
of the employees, although his appearance on the scene 
is usually confined to deliveries and repair work. For 
five years he has been giving “service with a smile.” 

The youngest man on the force is Al Young, who 
serves not only as salesman but also as window trimmer. 
Young has been with the firm four years and has made 
many friends and solid customers in that time. 

We see that not only is the stock of the O. K. Hard- 
ware most complete and displayed to the best advantage, 
but that the corps of men who serve you there are men 
trained in the business with years of experience which 
is at all times at your service.” 

The /ndustrialist carried several advertisements from 
the other merchants of Omaha in which they extended 
evidences of good feeling for the O. K. store, which 
used generous space on its own account. 

Mr. Dress also calls attention to the advertising value 
of the red fronts of the various chain stores and sug- 
gests that the hardware stores might adopt a universal 
color scheme for the same reason. 
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Walter R. Batcheller Organizes 
Batcheller Saw & Tool Corp. 


The Batcheller Saw & Tool Corpora- 
tion, Port Jervis, N. Y., has been organ- 
ized by Walter R. Batcheller to manufac- 
ture a complete line of hand saws. The 
company has purchased the plant of the 





Walter R. Batcheller 


Jennings & Griffin Saw Manufacturing Co. 
in Port Jervis, which will be the head- 
quarters of the company. 

For 12 years prior to the World War, 
Mr. Batcheller was associated with the 
Simmons Hardware Co. of St. Louis. 
During the war he was a Major in the 
Engineers, in charge of purchasing hard- 
ware and machinists’ tools. He later went 
with the Ohlen & Bishop Co., Columbus, 
Ohio, manufacturers of saws, in the ca- 
pacity of vice-president and general man- 
ager. 

In August, 1923, Mr. Batcheller asso- 
ciated himself with the newly organized 
firm of Clemson Saw Co., Middletown, 
N. Y., as vice-president, resigning from 
this connection May 1 last. 


Chicago Dealers Hold Annual 
Picnic 

The most successful annual picnic in the 
history of the Chicago Retail Hardware 
Association was held by the members of 
that organization and their families at 
Willow Springs, Ill, on Wednesday, July 
13. Counting dealers, salesmen, families, 
and youngsters, nearly 800 were in attend- 
ance. 

The feature of the day was the annual 
baseball game between the dealers and the 
salesmen, and was won by the former by 
a score of 12 to 9. A long program of 
races and contests was run off, the prizes 
being donated by the various jobbers and 
manufacturers, and nearly every dealer 
present won a prize. 

The officers of the association and the com- 
mittees in charge of the arrangements were: 
William Tries Selman, president; E. G. 
Linquist, vice-president; William F. Sie- 
wert, treasurer; John Wallace, financial 
secretary, and S. J. Koehler, correspond- 
ing secretary. The entertainment com- 


mittee: James Byrne, chairman; John Wal- | 


Hoffmeister, 
The dance 


lace, A. J. Chas, 


Rebman, 


P. Braun, and Geo. Friedrich. 





committee: Gus Engelhardt, chairman; 
F. Zobac, Geo. Fager, Ed. White, and 
H. W. Manny. The races and games 
committee: William Siewert, chairman; 
j. Claridge, Fred Russell, Paul Hesse, 
G. H. Barth, Geo. Rapp, D. Zweifel, 


Oscar Fisher, H. E. Gnadt, Barney Gramm, 
and Fred Kobick. 


Cyclone Fence Company 
Appoints J. H. Kinney General 
Manager 


Announcement has been made of the 
appointment of J. H. Kinney as general 
manager of the Cyclone Fence Company, 
of Waukegan, Ill. Mr. Kinney succeeds 
J. W. Meaker, who resigned that position 
recently to become president of the Bates 
Valve Bag Company of Chicago. 

During the three years that Mr. Meaker 


served as general manager and treasurer | 


of the company Mr. Kinney was closely 
associated with him as general sales man- 
ager and was considered well deserving 
of promotion to the position made vacant 
by Mr. Meaker’s resignation. Mr. Kinney 
has been connected with the Cyclone Com- 
pany since 1910. 

Along with the announcement of the 
advancement of Mr. Kinney, the following 
additional appointments were announced by 
the company : 

H. G. Chapman, general sales manager ; 
A. W. Kirkham, treasurer; W. M. Jensen, 
assistant treasurer; R. E. Pinniger, East- 
ern sales manager, with offices at Newark, 
N. J.; S. W.: Burr, sales manager at 
Cleveland, Ohio. 


Mansfield Tire & Rubber Co. 
Warns of Misrepresentation 


The Mansfield Tire & Rubber Co., 
Mansfield, Ohio, desire that a case of 
misrepresentation be exposed to all retail 
dealers and jobbers. The company states, 
“Dealers have been approached by a man 
representing himself as Lon Kilery of The 
Mansfield Tire Corporation, with general 
offices in Dayton, Ohio. The plan is to 
consign a stock of tires and tubes to the 
dealer from some nearpy distributing 
point. The so-called salesman advises the 
dealer the amount of insurance to protect 
the stock and secures the dealer’s check for 
this insurance in advance. The salesman 
cashes the check and then disappears, 
with the result that the dealer is out the 
amount he has paid. 

“The Mansfield Tire & Rubber Co., 
Mansfield, Ohio, state that they are in no 
way connected with the Mansfield Tire 
Corporation, and have been unable to 
locate a firm operating under this name. 
They further state that they sell ex- 
clusively through hardware jobbers and 
their salesmen.” 


Championship Shoot to Be at 
Melbourne Gun Club in 1928 


The next World’s Championship Shoot 
for Trap Shooters will be held at the Mel- 
bourne Gun Club, Victoria, 
from July 3 to 8, 1928. It is open to 
approved shooters from all over the world 
Live pigeons will be used. 


Australia, 





| Houston Dudley Now President 


of Gray & Dudley Co. 


Houston Dudley has purchased the ma- 


| jority interest in the capital stock of Gray 


& Dudley Co., stove manufacturers of 
Nashville, Tenn. He is now president of 
the company. The sale involved approxi- 





Photo by Blank & Stoller 


Houston Dudley 


mately one million dollars, paid in cash 
and the transfer of stock owned by the 
late J. B. Palmer and the Gray and Wil- 
son families, who founded the firm over 
60 years ago. 

Mr. Dudley has been general manager 
of the company for the last 25 years and 
has had active management of the stove 
department. For more than 60 years, 
Gray & Dudley were engaged in the 
wholesale hardware business in Nashville, 
Tenn., and were considered one of the 
largest hardware jobbers in the South, In 
1925, the wholesale hardware department 
was sold and the capital and surplus have 
been devoted to the manufacture of stoves 
and furnaces. 

Foskett Brown, a son-in-law of Mr. 
Dudley is the new vice-president. He is 
also president of the Foskett Brown Mig. 
Co. James C. Lauderdale, who has been 
in the office of the company for the last 
18 years, part of that time serving as as- 
sistant treasurer, is now the secretary and 
treasurer. Ernest Baldwin is superintend- 
ent of the foundry, having been assistant 
foundry superintendent for a number of 
years. 

Mr. Dudley plans to expand the busi- 
ness, build an addition to the plant and 
manufacture an electric range, placing it 
on the market with the present line of 
Washington stoves and furnaces. 





New England Association Outing 
At Swampscott Sept. 21 


The New England Retail Hardware 
Dealers’ Association and the Hardware 
Associates will hold their annual outing 
this year on Wednesday, Sept 21, at the 
New Ocean House, Swampscott, Mass. 
The hotel has ample facilities for all kinds 
of outdoor sports, and the committee is 
planning numerous games for men, women 
and children. It is now practically as- 
sured the outing will be one of the largest 
attended on record. 
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‘Central N. Y. Ass’n Meets 
at Cazenovia, N. Y. 


Sixty-three hardware men, comprising’ 


the membership of the Central New York 
Retail Hardware Association and twenty 
of their retail salesmen, held the July 
meeting at Linclaen House in Cazenovia, 
N. Y. John W. Brown, Jr., of Syracuse, 
N. Y., presided at the meeting and at the 
dinner. He introduced several veteran 
merchants who do not ordinarily attend 
such affairs, but who came to Cazenovia 
to see the modern retail establishment of 
Horace P. Aikman, past president New 
York Association. 

After the meeting adjourned, everybody 
went over to Mr. Aikman’s store and lis- 
tened to some simple recipes for successful 
hardware retailing in a village of 1800 
population. Many of the visitors re- 
mained till after eleven o'clock, examing 
fixtures, merchandise and warehouse fa- 
cilities. 

The August meeting of the association 
will be held at the store of Alexander 
Grant’s Sons in Syracuse, N. Y. In Sep- 
tember the meeting will be in the new 
building of Ausman Hardware Co. in the 
same city. 

This association is contemplating a cam- 
paign of cooperative advertising in the 
newspapers of the district, to present in 
good form, not only special merchandise 
sold in hardware stores, but to emphasize 
the convenience and reliability of the hard- 
ware establishment in many other ways. 
Frank C. Brown, A. R. Grant and H. P. 
Aikman are the committee in charge of 
this movement, which will start very soon. 


Ross Stores, Inc., to Operate 
Chain of Retail Stores 


The Ross Stores, Inc., 14 East Jackson 
3oulevard, Chicago, IIl., has recently been 
formed to operate a chain of retail stores. 
They will carry merchandise from 5 cents 
to $1. The officers of this new corpora- 
tion are: Maurice L. Ross, president; B. A. 
Ross, vice-president and treasurer; Law- 
rence Joselit, vice-president, and Philip 
Livingston, secretary. The first store will 
open Aug. 1 at 1648 West Chicago Ave- 
nue, Chicago, III. 


Richards-Wilcox to Sponsor 
September Golf Tournament 


Hardware jobbers and manufacturers 
are invited to participate in a golf tourna- 
ment at Excelsior Springs, Mo., on Sept. 
9, 10 and 11. Richards & Wilcox Mfg. 
Co., of Aurora, IIl., and the Richards & 
Conover Hardware Co., Kansas City, Mo., 
are sponsoring this tournament. Excelsior 
Springs is a nationally known health resort 
and headquarters will be maintained at the 
Snapps Hotel. 

All who want to compete for the attrac- 
tive prizes and at the same time enjoy a 
good-fellow get-together should notify 
H. G. Starks, 206 Reliance Building, 
Kansas City, Mo. 








Mrs. A. S. Perkins, New Delphos Mfg. Co., 
Flies Across the English Channel 


Mrs. A. S. Perkins, secretary and treas- 
urer of The New Delphos Mfg. Co. of 
Delphos, Ohio, recently returned from a 
vacation in Europe. While in France, 


225 miles. We were a little over three 
hours making the trip. The average fly- 
ing elevation is 1000 feet. However, when 
we neared the channel we got into fleecy 





Mrs. Perkins availed herself of the oppor- 
tunity to fly over the English Channel 
from France to London. 

She went to Le Bourget, the flying field 
where Col. Lindbergh first alighted, and 
boarded a plane of The Imperial Airways 
Corp. A description of the trip is graphically 
given in a letter, from which we quote: 

“For a few moments after we left the 
earth I felt I had been foolish. I looked 
around at my neighbor across the aisle 
and found he was preparing to take a nap. 
The passenger sitting in the chair ahead 
of me was reading a novel. I, therefore 
decided, it would be useless to worry and 
proceeded to enjoy the trip. 

The distance from Paris to London is 


white clouds and were obliged to go a 
little over 4000 feet. At no time did we see 
the water until we neared the English 
coast, at Folkstone. All of a sudden we 
emerged from the clouds and came down 
to the usual fiying height of 1000 feet. 

“The Imperial Aairways Corp. has 
thrown all possible safeguards around this 
aerial travel. The pilot, who happens to be 
in the picture, has ear phones adjusted on 
his helmet. He wears these throughout 
the entire trip. He is in constant commu- 
nication with the various stations ovef 
which the plane passes. The visibility, 
other planes in the air, and all other possi- 
ble information is given to assist in a safe 
flight. 








Skinner Chuck Co. Appoints 
Southern Representative 


Thomas H. Winston, manufacturers’ 
agent has been appointed as representative 
of the Skinner Chuck Co., New Britain, 
Conn., to cover the Southern territory. 
Mr. Winston is well known to the mill 
supply dealers and jobbers throughout the 
South and Southwest. His permanent ad- 
dress will be 1133 Real Estate Trust Bldg., 
Philadelphia, Pa. 


F. J. Bourne Resigns from 
Winchester-Simmons Co. 


F, J. Bourne, for many years connected 
with The Winchester-Simmons  Co., 
Minneapolis, Minn., hardware jobbers, re- 
cently tendered his resignation. Mr. Bourne 
expects to be again identified with the 
hardware trade but at the present is en- 
joying a much needed vacation. He can 
be located at 4541 Xerxes Avenue S., 
Minneapolis, Minn. 


W. A. Cortes Named President 
Texas Hardware Jobbers Ass’n 


W. A. Cortes of Houston, Tex., was 
named president of the Texas Hardware 
Jobbers Assn., af a recent meeting held 
in Galveston, Tex. Paul Kelly of Dallas, 
was elected first vice-president and Edwin 
Flato of Corpus Christi, second vice-presi- 
dent. The directors named are John W. 
Tabor of Waco, Virgil Keith of Beau- 
mont, Stanley Roberts of Sherman and 


W. T. Herrick of Waco. 


Lindbergh, Chamberlin, Byrd 
Used Valspar Finishes 


One interesting fact in connection with 
the recent trans-Atlantic flights is the 
manner in which the planes were pro- 
tected from the elements. Lindbergh’s Ryan 
plane, Chamberlin’s Bellanca and Byrd's 





Fokker were all protected with Valspar 
finishes, manufactured by Valentine & Co., 


| New York City. 
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L. A. Humiston Now President 
of The H. B. Ives Co. 


At a meeting held on July 5, Lauren A. 


Humiston was unanimously elected presi- 
dent of The H. B. Ives Co., builders’ hard- 





L. A. Humiston 


ware manufacturer of New Haven, Conn. 
He succeeds H. B. Ives, who founded the 
organization 51 years ago and died in June, 
1926. Mr. Humiston has spent his entire 
business life in the hardware business, 
having started as a boy in the employ of 
The Mallory Wheeler Co., New Haven, 
Conn. On the dissolution of the firm he 
became a salesman for The H. B. Ives Co., 
and for the last 25 years has managed 
the sales department. He will continue to 
occupy this position in addition to the 
presidency. 

The directors’ chosen are Charles G. 
Keelers, William A. Eldridge, George W. 
Bradley, Wesley H. Bradley and Hobart 
h. Hendrick. 


McCoomb Speaks to Minneapolis- 
St. Paul Paint and Varnish Club 


William R. McComb, business manager 
of Save the Surface Campaign, talked to 
members of the Minneapolis-St. Paul 
Paint, Oil & Varnish Club at a special 
dinner and meeting, held recently : 

Mr. McComb said, in part: “It gives 
me great satisfaction to be among you 
gentlemen, because I have learned of the 
tremendous amount of promotional work 
you are doing here in the West. What 
we need more than anything else, is the 
same spirit from every club in the United 
States. Of course, there are other clubs 
which are up on their toes and putting 
across community drives, but I do not be- 
lieve the majority are doing enough of 
it.” 

He then read several reports made at 
the meeting of the Executive Committee 
in Chicago, and the club voiced their ex- 
pression of approval by a vote of thanks. 





Planes of Byrd and Maitland Had 
Dexter Tubular Latches 


The National Brass Co., Grand Rapids, 
Mich., announces that all the interior doors 
of the two giant Fokker planes which re- 


spectively carried Byrd to France and 
Maitland to Honolulu were equipped with 
Dexter tubular latches, which they manu- 
facture. 





United Commercial Travelers to 
Help Independent Dealers 


Upon recommendation of Supreme Coun- 
selor Sam T. Breyer of San Francisco, the 
Supreme Council of the United Commer- 
cial Travelers, at their annual convention 
held at Columbus, Ohio, recently, decided 
to conduct an educational campaign to 
instruct independent dealers to meet chain 
store competition. 

Breyer’s recommendation was  unani- 
mously indorsed by the Supreme Council. 
The campaign will be directed by Charles 
H. Smith, editor of the Sample Case, the 
Supreme Council’s publication. 

It was stated at the convention that the 
United Commercial Travelers is the first 
of the commercial travelers’ organizations 
to ally itself with wholesalers in assist- 
ing independents to conduct their busi- 
ness on a basis of scientific management. 


Graff-Underwood Co. Moves to 
New Factory in Cambridge, Mass. 


On July 1, 1927, the Graff-Underwood 
Co. moved into its new factory at 54 
Washburn Avenue, Cambridge, Mass. The 
new factory is located on 25,000 sq. ft. 
of land. It is two stories in height, has 
light on all four sides and is equipped 
with all the latest improvements. 

The company makes picture hangers, 
thumbtacks, maptacks, pushpins and pencil 
sharpeners. 





New Toy Catalog Issued by 
Decatur & Hopkins 


Decatur & Hopkins Co., Boston, shelf 
hardware jobbers, have issued a new toy 
catalog which is just twice the size of 
their first one, issued about a year ago. 
The new one is 10%4 x 7% in., 104 pages, 
and contains prices, descriptions, and cuts 
of a complete line of toys suitable for the 
retail trade the year around as well as for 
Christmas. It contains a sizable number 
of books for small and medium sized chil- 
dren, as well as toys. 


American Flyer Mfg. Co. Issues 
20th Anniversary Catalog 


American Flyer Mfg. Co. of Chicago, 
Ill., has just issued the new 1927 Twentieth 
Anniversary Catalog, featuring tht Amer- 
ican Flyer Rainbow Line. It is a new 
book, 32 pages in all, showing the com- 
plete line of electrical and mechanical 
miniature railroad equipment. Leading this 
line of electrical trains is the 1927 Im- 
proved “President’s Special,” a 6% foot 
electrical train. It consists of a twelve 
wheel, triple action, remote control loco- 
motive and three twelve wheel cars. 








Roy Bull, Vice-Pres., Star Brush 
Mfg. Co. 


Alex. Schumann, president, Star Brush 
Mfg. Co., Hunterspoint Avenue and Man- 
ley Street, Long Island City, N. Y.,announces 
two important additions to the firm’s sales 
personnel. Roy Irving Bull has been ap- 
pointed vice-president, and Louis M. Grant 
southern representative for the company. 

Mr. Bull will call on the large accounts 
all over the country. He is well known in 
the brush business among hardware buy- 
ers, paint buyers, industrial buyers and 
master painters. He was formerly vice- 
president of the Tuttle Brush Co., Balti- 
more, Md., and has had 20 years’ experi- 
ence in the brush business. 

Mr. Grant has also had an extensive 
experience in the brush industry. His 
headquarters will be at New Orleans, La., 
with a branch office at Miami, Fla. It is 
possible that the Star Brush Mfg. Co. will 
establish in New Orleans, La., a ware- 
house such as is operated in Chicago. Mr. 
Grant will cover the entire southern terri- 
tory. 

A. R. Applegarth, the new sales man- 
ager, is also very well known in the brush 
business and among hardware buyers. 

The Star Brush Mfg. Co. manufactures 
paint brushes exclusively. 





Crosley Radio Corp. Obtains 
Hazeltine Patent Rights 


Powell Crosley, Jr., president of the 
Crosley Radio Corp., has signed an agree- 


ment with the MHazeltine Corporation 
whereby his company obtains full rights 
under the MHazeltine Neutrodyne and 


Latour Corp. patents and inventions. 

Under the terms of the agreement, the 
Crosley Radio Corp. will turn over its 
entire production to the manufacture of 
neutrodyne radio receivers, which will be 
adapted to both battery and electric socket 
power operation. 

The Crosley Co. already has a license 
under the group patents of the Radio Cor- 
poration, General Electric, Westinghouse 
Electric, and American Telephone & Tele- 
graph Cos. This license, together with 
the agreement made with the Hazeltine 
Corp., gives the Crosley Co. protection un- 
der important patents covering radio re- 
ceivers. 





Du Pont’s Booklet Explains Mar- 
keting Plan of Semesan 


The Dyestuffs Department of E. I. du 
Pont de Nemours & Co., Wilmington, Del., 
has just issued the Semesan Dealers’ 
Proposition Book. It covers the nature 
and extent of the marketing of Semesan, 
a seed disinfectant. 

In the book is shown a detailed estimate 
of the principal markets for the product, 
a list of advertising mediums employed, 
the advertisements which will be featured, 
booklets regarding the product’s usages, 
sales letters, bulletins, window trim and 
counter cards. 

An educational film has been prepared 
for use at grange meetings, demonstrations 
and for regular movie houses. It shows 
the origin, use and effects of Semesan. 


























HARDWARE AGE for JULY 28, 1927 


37 





Double Lift Balloon Tire Jack 
Combines Important Features 


A double lift balloon tire jack in which 
both screws operate in unison and the point 
of operation remains stationary at all times, 
is now being manufactured by the Millers 
Falls Co. of Millers Falls, Mass. 

The specifications claimed by the manu- 
facturers are: The jack will lift one ton, 
all parts of steel, castings of malleable 
iron, and the angle on the pinion shaft 
made a 10 degree angle so that the handle 
will clear the lowest bumpers or tire racks. 

This jack, No. 135, has a minimum height 
of 7 inches, a lift of 9% inches, making 


SS 





the maximum height of 16%4 inches. The 
handle extends to 36 inches, yet can be 
folded and stowed away, measuring only 18 
inches when folded. The jack is painted 
black with red saddle type cap. Weight 
with handle, 74% 1b., coming packed 12 in 
a case. 





Ideal Food Chopper Bracket 
Saves Enamel Table Tops 


Housewives whose kitchen tables 
have porcelain, glass, enamel or marble 
tops have had difficulty in attaching a 
food chopper to the table for fear of 
marring the top. Home Utilities Co., 
141 Carolina Avenue, Irvington, N. J., 





is now manufacturing the Ideal Food 
Chopper Bracket, a device which is said 





to eliminate the danger of spoiling or 
injuring the table. 

The bracket can be attached to all 
tables, under the rim, front or side. It 





folds neatly under the table top when 
not in use. The bracket can also be 
used on kitchen cabinets and pastry 
table, bread raisers, cake mixers and 
coffee mills can be attached by means 
of this product. It is finished in white 
enamel, 





Handy Ice Kream Pak Keeps 
Ice Cream Hard Without Ice 


Campers, picnickers, and tourists will be 
interested in a new type of iceless con- 
tainer for carrying ice cream. It is known 
as Ice Kream Pak and is manufactured 
by Montgomery-Washburn Co., Sauger- 
ties, N. Y. The Ice Kream Pak is made 
of duPont Fabrikoid, scientifically insu- 
lated and strongly stitched. It is said to 
be very practical and serviceable, as tests 
are reported to have shown that the one- 
quart size will keep ice cream in good con- 
dition for three hours. It is understood 
that the ice cream must be firm and thor- 





oughly frozen when it is placed in the Pak. 

It is oblong in shape and has a metal 
container for the ice cream. The con- 
tainer can be removed so that paper con- 
tainers of all makes can be inserted. There 
is a convenient handle for carrying. 

The Pak comes in three sizes, one, two 
and four quart. 





Starrett Makes Convenient Steel 
Rule for Toolmakers 


Toolmakers and machinists will find a 
convenient instrument in the new 6-in. 
flexible steel rule manufactured by the 
L. S. Starrett Co. in Athol, Mass. 

It is said to be designed especially for 





close work and is graduated on one side 


in 64ths and on the other in 32nds. Both 
are quick reading figures. The gradua- 
tions are on opposite sides and edges, and 
start from the same end. This feature 
is claimed to permit quicker measurements, 
as the rule is always in a natural position. 





Spare Windshield Wiper 
Made by Apco Mfg. Co. 


The Apco Mfg. Co., Providence, Conn., 
is manufacturing a spare windshield wiper 
to be used as a replacement when the old 
rubber is worn out. It is made of fine 
quality squeegee rubber and is easily ad- 
justed to replace the worn wiper. The 
new rubber is set in a rust-proof frame 
and cleans without streaking the glass. 

A companion number is the Rubberized 




















Arm Adjuster, which slips on the arm rod 
without removing it from the cleaner. A 
few turns of the knurled nut brings the 
rubber against the glass to whatever ten- 
sion the user desires, and keeps it there. 
It takes the play out of worn cleaner 
shafts and avoids bending the cleaner arm. 





Sterling Woodenware Places 
New Bath Stool on Market 


The Sterling Woodenware Co., Sterling, 
Ill., has placed on the market a bath stool 
of new design. The stool is substantially 


ul] 


a 











made of hard wood and measures 15 in. 
high, 15 in. long, and 8 in. wide. There 
is a compartment under the seat for toilet 
articles or shoe polish. 

The new item can be had unfinished 
(for home finishing with lacquer) or in 
a white enamel finish, either with an enam- 
eled finish or rubber padded top. 
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TUDIES made by the Bureau of In- 
ternal Revenue have developed a pro- 
gram looking to better administration 
of revenue laws by way of giving im- 
proved service to the taxpayer through 
reducing to a minimum delay incident to 
the examination of returns. Also the pur- 
pose of the studies, based on an experi- 
ence of ten years, is to cut the cost of 
administration. The work arising from 
these studies will be outlined to the House 
Committee on Ways and Means during 
its sitting previous to the opening of the 
regular session of Congress when the tax- 
cut program will be laid before it for early 
action. Meantime the Bureau is continu- 
ing its studies so that as complete a pro- 
gram as possible will be available for con- 
sideration by the Committee and Congress. 

The primary aims of the study of the 
administration of the revenue laws include, 
according to the Bureau, the prompt clos- 
ing of that vast majority of income tax 
returns that do not give rise to any dif- 
ference between the taxpayer and the gov- 
ernment. As a result of reforms insti- 
tuted, of the 1926 tax returns filed on 
March 15 last, 70 per cent had been au- 
dited within less than two months and the 
cases closed. Another purpose concerns 
the decentralization of administration in 
so far as practicable so as to permit the 
settlement of cases in the field by direct 


contact between the taxpayers and the 
Internal Revenue agents rather than in 
Washington. 

The Bureau has. emphasized the fact 


that its program cannot be carried out 
unless the most efficient kind of an or- 
ganization is built up in the field. With 
this in mind, the Bureau has been steadily 
increasing the efficiency of its field forces 
and building up a body of trained and 
experienced men competent to reach deci- 
sions and willing to assume responsibility. 
It has been at the same time constantly 
sought to reduce the cost of administra- 
tion, which has become particularly neces- 
sary at this time in view of the fact that 
Congress reduced the Internal Revenue 
appropriation by $1,500,000 for the pres- 
ent fiscal year. The possibility of effect- 
ing savings is favored by the fact that 
the Revenue act of 1926, through increased 
exemptions, reduced the number of in- 
come tax returns filed by approximately 
2,500,000, while at the same time repeal 
of a number of excise taxes materially 
cut the burden placed on the offices of 
collectors of Internal Revenue. 

As a part of this general program, the 
Bureau has under consideration the con- 
solidation of a number of offices of col- 
From its studies of the situation 


lectors. 








Washington News Letter 


Bureau of Internal Revenue Looking to Better Administration of Revenue 
Laws—P. O. Department to Have Ultra-Modern Building in Chicago— 
Federal Trade Commission Activities—Other Notes. 


By L. W. Moffett 


existing in the districts where such con- 
solidation is contemplated, the Bureau is 
of the opinion that these consolidations 
would effect a substantial saving without 
impairment of the service to taxpayers. 
However, the suggestion of consolidation 
in a number of the States has aroused such 
a vigorous protest on the part of busi- 
ness men, chambers of commerce and vari- 
ous civic organizations, that the Bureau 
has decided to postpone for the time the 
putting into effect of this part of the pro- 
gram in order to give further study to 
the situation in those districts with a view 
to deciding whether there is any justifica- 
tion for the protests that have been made. 
The Bureau believes that they are due 
to a misapprehension of the fact, but has 
postponed action in deference to public 
sentiment in the affected communities. 





“A Glimpse Into the Future, or Taking 
Time by the Forelock,” should be the cap- 
tion of the artist’s drawing of the Post 
Office Department’s conception, in recom- 
mendations to the Treasury Department, 
of the new post office building which is to 
be erected in Chicago when Congress sup- 
plies funds to carry out the authorization 
already made, according to Acting Post- 
master General Bartlett. In addition to 
providing the most up-to-date equipment 
for mail handling, including some alto- 
gether new time and labor-saving fédatures, 
plans for the new building picture an air 
mail flying field on the roof, and the pre- 
diction is made that by the time the build- 
ing is completed, in six of seven years, 
this feature will be a practical one. The 
proposed building in contrast to the pres- 
ent shack Chicago is forced to use as a 
post office probably will be such a shock 
that the six or seven years’ advance notice, 
as long as it is, is well taken. 





James A. McCafferty Sons Mfg. Co., 
Inc., New York City, manufacturer of 
paint and paint products, has been directed 
by the Federal Trade Commission to dis- 
continue the use of the label “Gold Seal 
Combination White Lead” on a mixture 
said not to contain more than 3 per cent 
white lead. The trade and public, accord- 
ing to the findings, understand the term 
“White Lead” to mean either carbonate or 
sulphate of lead ground in linseed oil, with- 
out any other ingredients. The term 
“Combination White Lead,” the Commis- 
sion stated, is understood to mean a mix- 
ture of white lead with other ingredients, 
in which mixture the white lead shall be 
not less than 50 per cent of the total by 
weight. The Commission claimed that the 















McCafferty company’s use of the label 
“Gold Seal Combination White Lead,” 
with “Combination” in smaller letters, on 
a mixture said to contain not more than 
3 per cent white lead, resulted in decep- 
tion of the purchasing public and injury 
to competitors who properly label their 
products. 





The Commission also has just announced 
that it has entered into nine stiplations 
involving the use of practices which have 
been condemned as unfair methods of com- 
petition. These stipulations are accepted by 
the Commission and the proceedings dis- 
missed after the respondents execute an 
agreement to cease and desist from the 
alleged unfair methods and practices with 
the further understanding that should the 
unfair methods of competition ever be re- 
sumed, the stipulations may be used as evi- 
dence against the respondents affected. 
The Commission now has entered into 54 
stipulations. Among the latest was one 
which concerned alleged misrepresentation 
by a corporation engaged in the sale of 
roofing cements, paints, enamels, varnishes, 
specialties and other products in whole- 
sale and retail quantities. The Commis- 
sion said that this interest had printed 
letterheads carrying a statement indicating 
that the concern was a manufacturer of 
these products when, as a matter of fact, 
it is not. 





An article, entitled “Why Workers Bor- 
row: A Study of Four Thousand Credit 
Union Loans,” is published in the July 
number of the Monthly Labor Review, 
issued by the Bureau of Labor Statistics. 
The article shows something of the con- 
ditions among that large class of people 
who are independent but have no margin 
of savings and, therefore, no standing with 
the banks. The records studied show the 
amounts and purposes of the loans, and 
the ages, occupations, salaries and the 
number of dependents of the borrowers. 
The four largest groups of borrowers 
among the men were skilled artisans, 
clerical workers, firemen, and unskilled 
workers, while among the women the 
largest number were telephone operators 
and clerical workers. About three-fourths 
of the men seeking loans were married 
and 85 per cent had dependents. Only 
18 per cent of the women had others de- 
pending upon them. The expenses of ill- 
ness were the most common cause of finan- 
cial stress and purchase of the family 
supply of coal, family expenses and accu- 
mulation of previous debts were also im- 
portant. 
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Summer Business Continues Strong 
With Staple Hardware Active— 
Prices Firm—Collections Improving 


markets according to reports from important trading centers. If 


GS martet business continues strong in the wholesale hardware 


present activity continues through August this summer volume 
will probably establish a record for many wholesalers. The lateness 
of the spring has contributed largely to this condition. Summer resorts 
complain of slow business, which suggests that many people are spend- 
ing their holidays fixing up their homes. This is partly true, as dealers 
find an active demand for paints, screens, hardware, tools and such 


items among houseowners. 


Staple hardware lines are in active demand. Prices generally are 
firm. Fall prices have been announced on many lines, but show little 
or no change. Early orders for fall goods are reported as being light at 
the present time. August is expected to see the start of this trade. 
Collections continue to show some improvement. 





Crop Reports Very Encourag- 
ing from Northwest Area 


Reports from over the Northwest 
tributary to the Twin Cities are highly 
optimistic as to crops of all kinds. Har- 
vesting has begun of winfer wheat and 
rye, with good yields reported. Corn is 
rapidly making up the deficiency in 
growth in almost all districts. The hay 
crop is exceptionally heavy. 

Volume of trade is gradually grow- 
ing. Dealers in all lines are looking 
for a very good fall business. 

Prices for the most part are steady. 
Paint price shows a slight decline. 





Electric Power Output Up 
914, Per Cent for First 
Five Months 


The monthly report of the production 
of electricity by public utility power 
plants for May, issued by the Geologi- 
cal Survey, Department of the Interior, 
July 15, shows a total for the first five 
months of the year amounting to 32.4 
billion kilowatt-hours, or about 94% per 
cent more than the output for the same 
period in 1926. An estimate based on 
the output so far this year and on com- 
parable figures for 1926 indicates that 
the total output for 1927 will be in the 
neighborhood of 80 billion kilowatt: 
hours. The total for 1926 was 73.8 
billion kilowatt-hours. 

The effect of the increasing hours of 
daylight and the rising temperatures 
from the first to the middle of the year 
on the demand for electricity for light 





, and heat is shown in the decrease in 


the average daily production of elec- 
tricity that occurs during this period 
each year. This year the decrease in 
the average daily output from January 
to May was about 3 per cent; in 1926 
the decrease was about 5 per cent; in 
1925, 6 per cent. The lessening of the 
decrease in 1927 may be due, in part, 
to the increasing load for electrical re- 
frigeration. 

The average daily production of elec- 
tricity by the use of water power in 
1927 has set a record for each month 
from March to May. As the amount of 
electricity produced by water power is 
directly dependent on the amount of 
water flowing in the streams used for 
the development of power, it is expected 
that the output will, begin to decrease 
after the month of May, as March, 
April and May are generally months 
of maximum flow for streams in the 
United States. 


Dollars Buying Power 71.1 
Cents, Says Prof. Fisher 


Prof. Irving Fisher of Yale Uni- 
versity announced July 17 that last 
week’s prices, based on Dun’s quota- 
tions, averaged 140.5 per cent of the 
pre-war level. The purchasing power 
of the dollar was 71.1 pre-war cents, 
says the Journal of Commerce. 

Crump’s index for the week was 
135.2. 

The Italian index for the week ended 
July 9 was 494.8. 
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Shellac Shortage Increasing 
— Exports from Calcutta 
Decline 


The shortage of shellac in India has 
grown more acute from week to week, 
The Oil, Paint and Drug Reporter re- 
ports. Shipments from the factories 
to Calcutta for the first half of 1927 
were 30,200 packages less than for the 
same period last year. Exports from 
Calcutta to the world during the same 
period were 28,740 packages less than 
last year. 

The severe cut in the Bysaki crop is 
reflected in the price situation. The 
shipment price from Calcutta at the 
end of last week was 57 cents and the 
New York spot price was 58 cents a 
pound. A year ago the prices were 24 
and 27 cents respectively. 


Federal Note Circulation 
Shows Heavy Increase 


The consolidated condition of Federal 
Reserve Banks on June 29, made public 
by the Federal Reserve Board, shows 
increases for the week of $78,600,000 
in total bills and securities of $34,- 
500,000 in member bank reserve de- 
posits, of $13,300,000 in Federal Re- 
serve note circulation and of $12,- 
500,000 in amounts due from foreign 
banks, and declines of $9,900,000 in 
cash reserves and of $14,600,000 in 
gold held abroad. Holdings of dis- 
counted bills increased $38,600,000, of 
acceptances purchased in the open 
market $32,900,000 and of Government 
securities $7,100,000. 


Cleveland Federal Reserve 
Bank Reports Trade Is Good 


General business conditions in the 
district served by the Cleveland Fed- 
eral Reserve Bank have undergone the 
normal early summer slow-up during 
the past month, according to the bank’s 
monthly business review. This condi- 
tion has been a little more marked than 
usual in some lines. On the whole, 
business is still good, although not 
quite up to last year’s levels. 

The general trend in the various 
manufacturing lines in this district 
has lately been slightly downward. This 
is quite normal with the approach of 
summer, although in some instances 
the decline has been rather more than 
usual. Collections are good. 

Mill operations remain high. Paint 
manufacturers are doing well. The 
clothing industry is quiet and tire man- 
ufacturers are still doing a good vol- 
ume of business, but the tendency ap- 
pears to be slightly downward. 
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Cleveland Reports Retailers Placing 
Orders More Freely for Fall Goods 


CLEVELAND, July 26.—Hardware business has become somewhat 
more active, and the volume is such that considering the mid-sum- 
mer season there is little complaint from jobbers. 
commenced to place orders more freely for fall merchandise. 
is evidently due to the fact that those who have been holding off 
realize that it will soon be time to be getting in their stock of sea- 
Such items as stove pipe and stove 
boards and various stove and furnace accessories are now moving 
Mill supply business is also better, orders for these 


sonal merchandise for fall. 


fairly well. 


lines being numerous, but usually small. 
picked up a little, but plumbers’ goods are quiet. 
and tubes have become more active. 
take orders for lawn mowers for next spring subject to prices that 


are expected to be out shortly. 


Price changes on a few important items are announced. 
vances have been made by the American Radiator Co. on radiation, 
heating boilers, hot water supply boilers and Arcola heaters. 
ornamental hinges and japanned shelf brackets have also been ad- 
vanced. Range boilers have been marked down. 


(Cleveland office of HARDWARE AGE) 


Retailers have 
This 


Builders’ hardware has 
Automobile tires 
Jobbers have commenced to 


Ad- 


Butts, 





AUTOMOBILE TIRES AND ACCES- 
SORIES.—Tire sales are good, having 
increased the past week or two. With 
the vacation and touring season on re- 
tailers are doing a good business in 


tires, 


Cleveland jobbers quote Mansfield 
tires, f.o.b. Cleveland: 30 x 3% in. 
Liberty cord, $6.60; heavy duty over- 
size, $8.75; 32 x 4 in. Liberty cord, 
$11. i5; heavy duty Rg ge $21.25; 
balloon tires, 27 x 4.40, $9.15; 29 x 
4.40, $9.65; 30 x eos $15. 95; 32 x 6, 
heavy duty, $22.50; 32x 6.20, peayy 
duty, $26. . tan tubes, 30 3 
$1.60; 32 x $2.50; 34 x 4%, * 10: 
balloon tire gH wey gray, 27 x 4.40, 
1.80; 29 x 4.40, $1.85; 30 x 5.25, $2.50 
2 -. 6, $3.10; 32 x 6.20, $3.50. 

uote from jobbers’ stocks, 
A, * cleveland: Millers Falls, No. 
145 jacks, $3.75. Derf spark plugs, 
96c. each for all sizes in lots of less 
than 50; Champion X spark plugs, 
45c. each for less than 100, and 4lc. 
each for over 100; Champion regular, 
53c. each for less than 100, all sizes; 
50c. each for over 100. 


AXES.—Sales continue rather light. 


Jobbers quote f.o.b. Cleveland: 

First grade single bitted rustless 
black finished, handled axes, 9 4 
base per doz.; unhandled, $15.50 
doz.; double pitted, handled, $24.5 50 
per doz.; double bitted, unhandled, 
$20 per doz.; 60c. increase for dozen 
lots weighing 42 to 48 lb., and similar 
advance for each 6 Ib. additional 
weight increase. 


BUILDERS’ HARDWARE. — Prices 
have advanced 1 cent per pair on butts 
and 10 cents per doz. pair on orna- 
mental hinges. Builders’ hardware is 
moving better than a few weeks ago. 


Cleveland jobbers quote 
lots lock sets, $5.75 per doz.; 


strap hinges, 6-in., $1.45 per doz.; 
8-in., $2.3 per wad extra heavy 7; 
hinges, 6 in., $1.73 per doz.; 8-in., 
$2.80 per dozen. 

Butts, less than case lots, 3-in., 
16%c. per pr.; 3%-in., 17c. per pr.; 
4-in., 23c. per pr. 

Ornamental hinges, standard fin- 





ishes, $1.05 per doz.; nickel and sand 
blasted finishes, $1.25 per doz. 


BOLTS AND NUTS.—Business is fair. 
No concessions are reported from regu- 


lar prices. 
Jobbers quote f.o.b. Cleveland: 
Machine and carriage bolts, cut 
thread, hot pressed and cold punched 


nuts at 60 and 5 per cent off list. 
Bolts with rolled thread, 60, 10 and 5 
per cent off list. Stove bolts 80 per 
cent off list. Semi-finished nuts in 
packages 60 and 10 per cent off list. 


BATTERIES.—Radio batteries are in 


moderate demand. Prices are un- 
changed. 
Jobbers quote f.o.b. Cleveland: 


radio batteries. 


B and C 





Unit Broken 

Packages Lots 

OS aera $1.14 $1.22 
ee ae 1.3 1.40 
y r 2.62 

3.40 

No. 486 3.3 * 3.58 
Dry cell A_ batteries, No. 7111, 
354%4c. in standard packages; 40c, in 


broken lots, Columbia igniter dry cell 
batteries, 3244c. in standard pack- 
ages; 36c., broken lots. 


BINDER TWINE.—Sales are holding 
up quite well, although there is usually 
a falling off in the demand at this time 
of the year. 

Cleveland obbers quote binder 
twine at $6.48% per 50-lb. bale, Cleve- 
land, and $6.37144, Chicago and North 
Plymouth, Mass. Auburn, N, Y., has 
— eliminated this year as a basing 
point. 


CIDER MILLS AND WINE PRESSES. 
—Wine presses are moderately active, 
but there is not much call for cider 
mills. 


Jobbers quote f.o.b. Cleveland: 
Grape and wine ee. No. 1A, $7 
each; No. 2c, $9.25 each; No. 3, 
$14. 35 regg No. 5, * 505 each; cider 
mills, No. $14.25 tay junior, $19 
each; noth Bg $22.7 5 eaeh; senior, 
$33 each. ; 





CORRUGATED ROOFING.—This item 
continues quite active. 


Cleveland jobbers quote No. 28 gage 
14%-in. corrugated roofing at $4.11 per 
square, f.o.b. Pittsburgh. 


ELECTRIC FANS.—Sales so far this 
season have been very good. 


Jobbers quote f.o.b. Cleveland: 
12-in. oscillating fans, $30 each; 10-in. 
oscillating, $16.50 and $21 each; de- 
pending on the model. These prices 
are subject to 30 per cent discount. 


GLASS BAKING WARE. 
now coming in for fall shipment for 
both baking ware and mountings. As 
a result these items are more active 
than they have been for some time. 


Jobbers quote f.o.b. Cleveland: 
Casseroles.—Round or oval, 1-qt., 





$1.17 2-qt., $1.33; 2%-qt., $1.66; 
square, $1.50; casseroles with fancy 
covers, 35c. higher. 


her, 
Pie Plates.—8-in., 50c.; 9-in., 60c.; 
10-in., 67c. 


— Pans.—No. 212, 60c.; No. 214, 
en! Dishes.—No. 231, 67c.; No. 
232, $1.17. 


Tea Pots.—2- -cups, $1.67; 4-cups, $2; 
6-cups, $2.33. ald 


ICE CREAM FREEZERS.—These are 
in fair and steady demand. 


Jobbers quote f.o.b, Cleveland or 
factory with freight allowed to des- 
tination on 12 or more as follows: 
White Mountain, 2-qt., $5.65 each; 
4-qt., $8.25 each; 6-qt., $10.45 each; 
8-qt., $13.50 each; this price is sub- 
ject to 50 per cent discount. 

Lightning, 2-qt., $5.50 each; 4-qt., 
$8 each; 6-qt., $10 each; 8-qt., $13 
each; subject to a 55 per cent dis- 
count, 

Blizzard, 2-qt., $5.50 each; 4-qt., $8 
each ; 6-qt., $10 each; 8-qt., $13 each; 
i to discounts of 55 and 74% per 
cent. 

Acme, 2-qt., in half dozen lots, $8 
per doz.; ; in ‘proken packages, $8.40 
per doz, 

ICE SKATES.—Orders, which have 
been very light, have picked up some- 
what. 
~ Cleveland jobbers quote Alumo 
skates, standard polished, $6.75 per 
pair; special satin, $5.50 per pair; 
Crusader, men’s and women’s, $4 per 
pair; professional hockey, $8 per pair. 
LAWN HOSE.—This is still moderate- 
ly active. 

Cleveland jobbers quote standard 
5g-in, double braid molded hose at 
9%c. per ft.; the same in higher 
grade, 10%c. per ft.; standard %-in., 
llc. per ft. 


NAILS AND WIRE.—The demand is 


only fair. Prices are well maintained. 
Jobbers quote as follows from 
stocks: 


Nails.—Less than car lots, $2.90 per 
keg; No. 9 galvanized wire, $3.35 per 
100 ib.; No. 9 annealed wire, $2.90 per 
100-lb.; cement-coated nails, $2.90 per 
100-Ib.: polished fence staples, $3.60 
per 100-Ib. ; ; galvanized fence staples, 
$3.85 per 100 Ib. 

Barbed Wire.—Barbed wire stock 
shipment, Lyman, 4 point, $3.13 per 
80-rod spool. Hog wire, $3.38 per 80- 
rod spool. 


OIL AND GASOLINE STOVES.—Sales 
are better than earlier in the season, 
the demand evidently being stimulated 
by the recent hot weather. 


Jobbers quote oil stoves, f.o.b. 
Cleveland: 

Harvard, 2-burner, $11.75 each; 3- 
burner, $14.75 each; 4-burner, $18.85 
each; Harvard range, $48 


af 
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-POULTRY NETTING AND WIRE 
CLOTH.—Wire cloth is still in fair de- 
mand, but call for poultry netting is 
about over for the season. 


Cleveland jobbers quote: 12-mesh 
black wire cloth at $1.65 per 100 sq. 
ft.; 12-mesh galvanized, $1.95 to $2 
per 100 sq. ft.; 14-mesh galvanized, 
$2.45 per 100 sq. ft.; 16-mesh, $2.75 
per 100 sq. ft.; bronze, 14-mesh, $9.50 
per 100-ft. rolls; 50-ft. rolls, 10c. ad- 
ditional. Poultry netting galvanized 
after weaving, 50 and 7% per cent 
off list; galvanized before weaving, 
50, 10Q.and 7% per cent off list 


PREPARED ROOFING.— This is mov- 
ing quite well. 


Cleveland jobbers quote light as- 
phalt roofing at $1.10 per roll; me- 
dium, $1.30 per roll; heavy, $1.55 per 
roll. 

ROPE.—Sales continue surprisingly 
good. Jobbers report that this has been 
one of the best seasons for rope that 
they ever had. Prices are unchanged. 


Cleveland jobbers quote best grade 
of manila rope at 23%c. per lb. for 
factory shipment and 24c. per Ib. for 





stock shipment; sisal rope, 1514c. per 
lb. for factory shipment and léc. for 
shipment from stock; fodder twine 
21 oz. and coarser, ilc, per Ib. 


RADIATION.—The American Radiator 
Co. July 16 advanced prices 10 per cent 
on direct and indirect radiation, on 
Ideal water tube and smokeless sec- 
tional boilers and on Ideal hot water 
supply boilers and 5 per cent on Ideal 
Arcola heaters. 

RANGE BOILERS.—Prices have been 
reduced 5 per cent. 


Jobbers quote f.o.b, Cleveland: 30- 
gal. Standard range boilers, $5.25 
each; 30-gal. extra heavy, $6.25 each. 


SCREEN DOOR GUARDS.—These are 
moving in moderate volume. 


Cleveland jobbers quote Donley 
screen door guards at $6 per doz. 
sets. 


SHELF BRACKETS.—A 15 per cent 
advance has been made on japanned 
shelf brackets. 


Cleveland jobbers quote these as 
follows: 6 x 8 in. brackets, $1.70 





per doz.; 8 x 10 in., = 30 per doz. ; 
10 x 12 in., $3.25 per doz. 


SCREWS.—The demand is only mod- 


erate. Prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Cleveland: Flat head bright 


wood screws 85 and 10 per cent; flat 
head japanned, 67%, 20 and 35 per 
cent; round head blued, 72%, 20 and 
35 per cent; flat head brass, 72%, 20 
and 35 per cent; round head brass, 70, 
20 and 35 per cent. 


STEEL SHEETS.—tThese are not very 
active. Prices are unchanged. 


Cleveland jobbers quote out of 
stock: No. 24 galvanized sheets, $4.40 
per 100 lb.; No. 24 black sheets, $3.65 
per 100 lb.; No. 10 blue annealed 
Sheets, $3.25 per 100 Ib, 

SWEEPERS. — These are moving 
rather slowly at the present time. 

Cleveland jobbers quote _ Bissell 
standard japanned sweeper with plain 
bearings, $36 per doz.; Grand, with 
ball bearings, japanned, $60 per doz.; 
Universal, japanned, with ball bear- 
ings, $42 per doz. 

Toy carpet sweepers: Little Helper, 
$2 per doz.; Little Gem, .75 per 
doz.; Little Jewell, $10 per doz.; The 
Junior, $16 per doz. 





Warm Weather Has Been Favorable to 
Pittsburgh Retailers—Few Price Changes 


(Pittsburgh office of HARDWARE AGE) 


PITTSBURGH, JULY 26.—Demand for seasonal goods in the Pitts- 
burgh district generally is fair and in some lines is quite active. 
The prevailiny hot weather has brought about sustained liveliness 
in the way of requirements for such items as haying tools, vacuum 


jugs and paints, 


There has been slight decrease in demand for 


some lines, including plate glass, but the setback has not been 
serious, and gives promise of being of short duration only. Collec- 


tions are only fair. 


The continuance of warm weather has brought about steady 
demand for some important hardware lines, such as haying tools, 


scythes, snaths, vacuum jugs and garden hose. 


There also is a fair 


demand for screen doors and windows, screen wire cloth and paints. 
The warm weather has been favorable to retail merchants by giving 


them an opportunity to clean up in all seasonal lines. 


Collections 


are fair, except in sections affected by the coal strike, where they 


are poor. 


The demand for such lines as lawn sprinklers and mow- 


ers has tapered off somewhat, as has also demand for plate glass. 
The market for the latter product will again become active soon. 
Only moderate demand exists for builders’ hardware and related 


lines. 
past week. 


There have been no price changes of importance during the 





BATTERIES.—Sales of batteries gen- 
erally are slow. It is an interesting 
sidelight, however, that demand for B 
batteries for radio sets recently has 
been fairly active, and was ascribed to 
an important extent to the Dempsey- 
Sharkey fight, which the radio fans 
heard over the air. No change has 


been made in prices in_ batteries. 
Quotations of jobbers are as follows: 
Broken Unit 

Packages Packages 
Pee Cet ivonsewee $1.05 $0.97 
My, Me Gasesc'ose vac 3.85 3.33 
Bi EES coos sas 1.22 1.14 
ey Ta Fa 6S Gao besle’ 1,22 1.14 
SS ae eee 1.40 1.30 
Be WE: S560 C0 8d bess 2.62 2.44 





IOs SOE, ins na s'n0 ses 2.62 2.44 

INO, TIO coven cvcsvce 3.40 3. - 

NOs TIL .ccccccccece 42 

Sa i ee -40 36 yy 
oO, 


No. 6 dry cells, ignition type unit 
packages, 32\%4c. each. 

Flashlights.—No. 935, 9%4c. each; 
No. 950, ge Bag 796, 18%%c.; No. 
705, 28c.; No. 1814c.; No. 751, 25c. 

Hot Shot. Ee 1461, $1.67; No. 
1661, $2.37. 

BOLTS, NUTS AND RIVETS.—These 
lines are moving slowly. Jobbers 
quote: 

Bolts.—All styles except stove and 
tire bolts, per 100 pieces, 624% per 
cent off list; stove bolts, 75 and 10 
per cent off list; tire bolts, 50 and 10 
per cent off list. 

- aan, styles, 621%4 per cent off 
st. 





Rivets.—Large, $3.50 base, 
pieces; small wagon and 
rivets, 60 per cent off list. 


BUILDERS’ HARDWARE.—Demand 
is only moderate, although there is con- 
siderable estimating being done for 
building work, which may develop good- 
sized requirements. Jobbers quote: 


Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 


per 100 
tinners’ 


lots, 3 in. x 3 in., $17 per 100 pair; 
sf en in, x 3% in., $17.50; 4 in. x 4 in, 


ieisnctheans strap, 6 in., $1. = 
per doz.; 8 in., $2.47; 10 in., $4.14 
extra heavy, T, 6 in., "$1. 87 per doz. ; 
8 in., $3.18; 10 in., $4.48; light strap, 
with screws, packed one pair in a 
box, 3 in., $9.27 per 100 pair; 4 in., 
Sit. b0; light i; 3 in., $10.67 per 100 
pair; ‘4 in., $12.50. 

_Hasps. — Hinge, without screws, 
single dozen lots, 3 in., 64c. per doz.; 
Y% in., 76c.; 6 in., $1; safety, 3 in., 
4 per doz.; 4% in., $1.14; 6 in., 


Garage Sets.—Swinging hinges, 10 
in., $2.50 per set. 

COW SPRAYS AND SPRAYERS.— 

Demand for these lines continues ac- 

tive and jobbers report business as sat- 

isfactory. They quote as follows: 


Sprays.—Ez Bos, i geen. $8.40 
per doz.; 1 gallon, $13. 

Sprayers. —Cyclone, $4. 0 per doz.; 
Glass tank, $5.50; Baby Midget, $2.50. 


EGG CARRIERS.—The expansion in 
demand for aluminum made carriers is 
the source of considerable satisfaction 
to the trade. Reports indicate that re- 
quirements for these popular containers 
to carry fresh eggs from the country 
through the mails will grow. Jobbers 


quote: 
Egg Carriers.—1%4 doz., 85c, each; 
2 doz., $1; 3 doz., $1.20; 4 doz., $1.35; 
6 doz., $1.85. 
ELECTRIC FANS. — The seasonal 


weather has brought about a continu- 
ance of active demand for electric fans. 
Prices quoted by jobbers follow: 


Polar Cub, black, 6 in., each in lots 
of 12, $2.85; 8 in., $3.20; in lots of 12, 
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$3; 10 in, stationary, $4.60; in lots of 

6, $4.35; oscillating, $7; in lots of 6, 
$6.64. 

HAYING TOOLS.—Lively demand pre- 

vails for these lines. The warm weather 

has given further impetus to require- 

ments for forks and other tools used 

during the harvesting period. Jobbers 

quote: 

Forks.—Three-tine, $7.45 to $15.60 
per doz.; 4-tine, $13.32 to $14; bale 
forks, double harpoon, No. 313, $1.60 
each; single, No. 319, $3.50. 

Rakes.—No. 2, $3.25 per doz.; No. 

1, $4. 

Carriers.—No. 5, $7 each; No. 20, 
$7; steel track for No. 5 carrier, 18c. 
per ft. 

HOSE AND SPRINKLERS.—Demand 
for hose and sprinklers is fair, though 
it reflects a slight letup, apparently as 
a result of recent moderate rains. Job- 
bers quote: 

Sprinklers.—Ring, $6 per doz.; Rain 
King, $2.35 each; Pluvius, $1.15; two 
purpose, $1.30. 

Sprinkling Cans.—4 qt., $6 per doz.; 

6 qt., $6.60; 8 qt., $7.70; 10 qt., $8.10; 
12 qt., $10; 16 qt., $12.60. 

Hose.—In 250-ft. reels, % in., 9%4c. 
per ft.; % in., 10c.; % in., 11%c.; in 
50-ft. lengths, %c. per ft. higher; 
Germ Spray nozzles, $6 a doz. 

Hose Reels.—Victor, $1.75 each; 
No. 2, $2.60: Reeleasy, $1.35. 

INSECTICIDES AND SPRAYERS.— 
Demand for these lines is active. Dur- 
ing the present summer reports from 
many sections of the country, including 
the Pittsburgh area, are that blights on 


trees are unusually heavy. Jobbers 
quote: 
Insecticides. — Arsenate of lead, 


powdered, 1-lb. packages, 26c. per 
lb. ; 100-lb, packages, 19c. per Ib. Bor- 
deaux mixture, 1-lb. packages, 25c. 
per lb.; 100-Ib, packages, 13c. per Ib. 
Sprayers.—1 qt., $3 to $7.50 per 
doz. ; larger capacities, $3 to $5 each. 
ORNAMENTAL FENCE.—Good sea- 
sonal demand exists for this line as 
shown by late orders that are being re- 
ceived. Jobbers quote: 
Cyclone lawn fence, LX, 36 in., 
$7.25 per 100 lineal ft.: 42 in., $8.25; 
gates, 3 in. x 36 in., $2.70 each. 





PAINTING SUPPLIES.—Demand for 
paints is keeping up well. Turpentine 
also is active, but the price remains un- 
changed since the recent advance of 6c. 
per gallon. Raw linseed oil has shown 
a slight decrease in price from 12.7c. to 
12.6c. per lb. in barrel lots. 

Prices to retailers: Ready mixed 
paints, best grades, $2.85 per gallon; 
lower grades, $2.25; white lead, 13%c. 
per lb, in 100-lb. lots; 10 per cent less 
in lots of 500 Ib. or more and extra 
4 per cent less in lots of a ton or 
more; turpentine, 72c. per gal, in 
barrel lots; raw linseed oil, 12.6c. per 
lb. in barrel lots. 

PRESERVING AND BEVERAGE 
SUPPLIES.—Demand for these lines is 
fairly active. Jobbers quote: 


Cherry Seeders.—Brighton, $8.40 
per doz.; Dandy, $12; Enterprise, 
$16.20. 

Bottles and Caps.—Quarts, $9.50 
per gross; caps, 20c. to 22c. per 
gross; stoppers, $2.25 per dozen; 
cappers, $10.50 per dozen. 

Strainer Sets.—Everedy in dozen 
lots, strainer stand, $4 per dozen; 
strainer bag, $2 per dozen; filter bag, 
$4 per doz. 

Scales.—Universal, No. 1021, $1.25; 
No. 11021, $1.55; No, 19221, $2.50; No. 
1621, $3.50. 

Mason Jars.—Pints, $8.80 per gross; 
quarts, $10.10; 2 quarts, $13.15. 

Jar Rubbers.—Double lip red, 80c. 
per gross. 

Canning Racks.—No., 1, single jar, 
70c. per doz.; No. 2, 8 jar, $3.60 per 
doz.; jar wrench, 75c. per doz. 

Fruit Presses.—Enterprise, No. 6, 
$6.25 each; Juicy, 3 qt., $3.50 each; 
6 qt., $4.50; 12 qt., $6; brighton, 2 qt., 
3 each; 4 qt., $4.50; 10 qt., $7. 

Cider Presses.—Eagle, single tub, 
$12.10 each; Eagle Junior, $24; Cant- 
clog, single tub, $14.85. 

Meat Choppers. — Enterprise, No. 
12, $5.25 each; No. 22, $9; No. 32, $11. 

Kraut and Slaw Cutters. Slaw 
cutters, Rapid, $3 per doz.; No. 625, 
$3.60; No. 626, $4.80; Kraut cutters, 
No. 672, $1.15 each; No. 673, $1.35. 











Oak Kegs.— 
Red White White Oak 
Oak Oak Charred 
$1.45 $2.40 
1.95 2.85 
2.15 3.20 
2.45 





2.85 4.35 
3.00 4.50 
4.20 6.50 








ROPE.—Demand for sizes used in con- 
nection with hay harvesting is fair, but 
in other lines is quiet. The base price 
of first quality manila now is quoted at 
24.5c. per Ib. 


SCREEN WIRE GOODS.—Active de- 
mand prevails for screen wire cloth as 
well as for doors and windows. 


We quote from Pittsburg jobbers’ 
stocks: 

Wire Cloth.—Black, 12-meshy; $1.75 
per 100 sq. ft.; galvanized, 12-mesh, 
$2.10; bronze, 14-mesh, $5.50. 

Doors.—Walnut stain, 2 ft. 8 in. x 
6 ft. 8 in., % in. x 3 in., $17.40 per 
doz.; natural finish, % in. x 4 in., 
23.50, with galvanized cloth $22, sub- 
ject to advances for larger sizes; 
steel bronze, plated wire grills, $18 
per doz, 

Windows. — Harwood extension, 
No. 1233, $3.20 per doz.; No. 1533, 
$3.70; No. 1833, $4; No. 2433, $4.75. 


SCYTHES AND SNATHS.—Require- 
ments for scythes and snaths are com- 
paratively heavy and the trade is well 
pleased with the turnover in these 
lines. 

Scythes.—No. 46, $20 per doz.; No. 


6473, $13.50; snaths, grass, No. 50, 
$13 per doz.; bush, No. 100, $15. 





SWINGS.—Demand for porch and lawn" 


swings continues to be good. Jobbers 


quote: 


Lawn, $8 each; porch, hardwood, 
4 ft., $6 to $8 each; 5 ft., $7 to $10; 6 
ft., $8 to $12; springs, 30c. to 40c. per 
pair; chains, 45c, to 80c. per set and 
$1.85 to $2.25 per 100 ft. 


VACUUM BOTTLES JUGS AND 
JARS.—Trading in these lines contin- 
ues to be active and satisfactory. Job- 
bers quote: 

Vacuum Jugs, Jars and Bottles.— 
Little Brown jugs, $2.25 each; Alad- 
din jugs, $2.75 each; Universal jar 
No. 600, $4.40 each; bottles, pints, 
90c. each; quarts, $1.60 each; all steel, 
pints, $4.75 each; quarts, $5.40 each; 

2 quarts, $6.75, 





Hardware Sales on Pacific 


Coast 


Slightly Ahead of First Six Months of 1926 


(San Francisco office of HARDWARE AGE) 


SAN FRANCISCO, July 26.—Reports from jobbers and retailers indicate 
that hardware sales on the Pacific Coast during the first half were 
slightly greater in volume than was the case during the corresponding 


period of 1926. 


Among wholesalers the gain this year averages be- 


tween 3 and 5 per cent, although in some individual instances the sales 


volume fell off approximately 5 per cent. 
bers reporting a loss is comparatively small. 
this year averages about 5 per cent. 


However, the number of job- 
Among retailers the gain 
Some of the larger merchants 


have reported larger percentages than the average, in some cases as 


much as 8 and 10 per cent increases. 


The smaller retailers, on the 


other hand, apparently have suffered more by the falling off of buy- 
ing during the past two months than have the larger dealers. 


Conservative buying continues to be 
the distinctive feature of business con- 
ditions on the Pacific Coast. Jobbers 


point out that it is extremely difficult 
at present to form an intelligent opin- 
ion as to the possibilities of the near 
The usual seasonal falling-off 


future. 





in buying has set in, the vacation period 
has started, and crop conditions are re- 
garded as merely fair. The fruit crops 
this year will not be as heavy in Cali- 
fornia as they were a year ago, partly 
because of slightly unfavorable weather 
conditions in the early spring. Ac- 





cording to reports issued by the United 
States Department of Agriculture Cal- 
ifornia is about 3 per cent under the 
average of the last ten years. 

In the opinion of a local jobber, who 
declined to have his name used, indus- 
try is not so well off as is agriculture 
with respect to the extent of the de- 
mand that it may look for in the imme- 
diate future. The production of iron 
and steel products has shown a slight 
falling off, and prices in the iron and 
steel market have receded slowly during 
the past few months. Among both 
jobbers and retailers there has been a 
marked reduction in the volume of buy- 
ing for future requirements. The de- 
mand for hardware commodities at 
present is light, and while the number 
of orders that jobbers receive is fairly 
large, individual requirements are 
small. 
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All Summer Lines Showing Activity 
Chicago Prices Remain Stable 





of leather. 





HARNESS—An advance on all items of harness, 
strap work and collars is to be looked for this 
fall due to an 8 to 10 per cent per pound advance 


TRAVELING GOODS—The advance in leather is 
very apt to cause a corresponding raise in price 
on all leather traveling goods this fall. 


Additional Price Changes and Tendencies Reported by 


Chicago Jobbers 


son. 


Sales at and firm. 


present are very 


TOILET CLIPPERS—Ace and Ace, Jr., toilet clip- 
pers have declined slightly. 
Ace, $1.15 per pair; Ace, Jr., $1.10 per pair. 
Prices on other toilet clipper lines are unchanged 


active due to the vacation sea- 


Present prices are 








(Chicago Office of HARDWARE AGE) 


CHICAGO, July 26.—Usually at this time of year there occurs a 
rather pronounced mid-summer slump in hardware sales, but this 
year, due to the lack of seasonal weather until recently, sales are 


showing an increase. 


seem unlikely. 


vailed this season. 


The favorable weather conditions are also having a stimulating 
effect on building activities and consequently such items as builders’ 
hardware, paint, glass and prepared roofing are moving very well. | 

Steel mill production in the Chicago area, however, continues to | 
drop behind, but this slump is looked upon as only temporary, as 
already inquiries are coming from the implement makers and rail- 
roads which indicate an early increase in operations. 


AUTOMOBILE ACCES SORIES.— 
Sales continue in fair volume, with 
tourist and camping accessories lead- 
ing. The recent hot spell has speeded 
up tire sales. 
We _ quote 
f.o.b, Chicago: 
Spark Plug.—-Splitdorf, for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box line, 538c. each; A. C., 53c. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 
Spot Light. — Appleton, No. 3280, 
$6.50 each. 
Chains.—Non-skid, dozen pair lots, 
35 per cent discount. 
Jacks.—National Standard, No. 21, 
$1.30 each, 
Pumps. 
$1.85 each. 
Tires and Tubes.—30 x 3% _ over- 
size cord tires, $8.75 each; regular 
cord, $6.60 each; gray inner tubes, 
30 x 3%, $1.24 each; red inner tubes, 
30 x 3%, $1.45 each. 


BASEBALL GOODS.—Baseball goods 
have been more in demand than for 
many past seasons. New interest seems 
to be taken in all sections. 

from jobbers’ 


from jobbers’ stocks, 


— Rose, 1% 


in. cylinder, 


We quote stocks, 


f.o.b. Chicago: Goldsmith Official 
League Balls, $15 dozen; Special 
Official League Balls, $8.90 dozen; 


S'ugger bats, $16.20 dozen. 


All summer lines of merchandise are now 
showing considerable activity while staple items continue to move 
at a steady and satisfactory rate. 

Prices are stable and any material changes in the near future 
In fact, lawn mower manufacturers have just an- 
nounced that prices for the next year will be the same as have pre- 


| 


| 








| 


BOLTS AND NUTS.—Sales are satis- 
factory and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 60 per cent discount; small 
carriage bolts, rolled thread, 60-10 
per cent discount; machine bolts, cut 
thread, 60 per cent discount; small 
machine bolts, rolled thread, 60-10 
per cent discount; all stove bolts, 75- 
10 per cent discount; lag screws, 60 
per cent discount. 


BUILDERS’ HARDWARE.—Business 
is more brisk as the season advances. 
Prices holding well. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $1.92 
per doz. pair, case lots—less quan- 
tities, 12c. per doz. pair higher; 4 x 
4 steel butts, old copper and dull 
brass finish, $2.64 per doz. pair, case 
lots--less quantities, 12c. per doz. 
pair higher; heavy steel bevel inside 
sets, $5.75 per doz. sets, case lots: 
steel bit-keyed front door sets, $1.45 
per set; wrought brass bit-keyed 
front door sets, $2.49 per set; cylin- 
der front door sets, $6.00 per set. 


CAMP STOVES AND CAMP FURNI- 
TURE.—Camp stores and camp furni- 
ture very active. Tourist trade is very 
large and dealers not carrying stock 
are missing the business. 

We quote 





from jobbers’ stocks, 


Coleman No. 2 Camp 
stoves, $8.50 each; Coleman No. 1 
Camp stoves, $6.25 each; American 
Kamp Kook No. 3 stoves, $4.20 each; 
American Kamp Kook No. 7 stoves, 
$6.00 each; Gold Medal cots, $32.50 
doz.; Gold Medal badger cots, $26.25 
doz. 

CHAIN.—tThere is a fairly active de- 

mand for this time of year. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof cow 
chains, $8.50 per 100-lb. Tenso Bull 
Dog and Brown coil chains, 50-10 
per cent discount, No. 00-4% electric 
welded cow ties, $2.75 per dozen. 

COPPER RIVETS AND BURRS.— 

Prices very low. Any material advance 

in copper ingot will result in higher 

prices of copper rivets. 


f.o.b, Chicago: 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-5 per cent discount. 


ELECTRICAL MERCHANDISE.— 
There is talk of an advance in price of 
lamp cord and other cords. Market on 
code wire firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: : 
Etectrical Merchandise. — No. 14 


$6.25 per 1000 


rubber covered wire, 
No. 18 lamp 


ft.; in 1000 ft. lots, $5.75; 
cords, $12.50 per 1000 ft.; in 1000 ft. 
lots, $12; %-in., brush brass key 
sockets, 15%4c. each; two-way plugs, 
45c. each, in lots of 10, 40c. each; 
two-piece attachment plugs, 7c. 
each; dry cellsy boxes of 50, 32%4c. 
each; less than case lots, 36c,. each. 

Electrical Appliances.—Irons, Hot 
Point, $4.20; lots of six, $3.89; Sun- 
beam, $5.00; lots of six, $4.72. Table 
stove: Armstrong, $8.00. Percolator, 
Universal 9169, $16.65. 

Radio Supplies.—Radio B batteries, 


No. 766, $1.40 each; No, 776, pack- 
ages of 10, $1.30; No. 767, $2.62 each; 
No. 767, packages of 5, $2.44 each; 
No. 770, $3.40 each; No. 770, pack- 


ages of 5, $3.17; No. 772, $2.62 each; 
packages of 5, $2.44; No. 486, $3.58 
each; No. 486, packages of 5, $3.33. 

Battery Chargers.—Apco line, lots 
of less than 10, $13.50 each. 

FILES.—There is a good movement in 
mill files. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list: Black Diamond files, 
50 per cent off list. 

FISHING TACKLE.—The vacation 
season has created very large call for 
the better grades of rods and reels, and 











44 HARDWARE AGE for JULY 28, 1927 
factories report being behind with their | Bag ., ga Seong a ——— | PAINTS AND OILS.—The demand for 
chuckec anc 0Tec es grade, 
orders. 4% ft., $4.15 doz.; 5 ft., $5.00 doz. ; | | mixed paint and supplies is very good. 
We quote from jobbers’ stock xX, 4% ft., $3. 65 doz. ; o ft, $4.45 | Prices are unchanged. 
cok Soe eee wae $2.2 i" | oa ee er ee We quote from jobbers’ stocks 
each; Chicago; level winding ree | | f.o.b. Chicago: 
§ nach: Sv Jo. 752 4.6 Hay Fork Handies.—Bent-chucked | -0.b, © ago: 
ne a er $1.90 and bored, best grade, with strap, | Linseed Oi!.—Raw, eee lots, = i 
doz.. Heddon’s Zig-Wag, $10.00 doz.; ferrule and cap, 4% ft., $6.20 doz; | ber gal.; 5-barrel — S8c. per gal. 
high grade silk casting line, $1.40 per 5 ft., $7.10 doz.; XX, 4 ft., $5.00 doz; =| Linseed Oil.—Boile wea eg nae 
100 = ‘ & P 414 ft., $5.40 doz.; 5 ft., $6.25 doz.; | 95e. per gal.; 5-barrel lots, 92c, per 
a XX plain, 4% ft., $3.60'doz.; 5 ft., gal. iia 


GALVANIZED WARE.—Because the 
season is late July dairy utensil sales 
are running heavier than usual. Prices 


on galvanized ware are unchanged, with | 


the demand good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after-made tubs, No. 1, $6.00; No. 2, 
$6.85; No. 3, $8.00; 10 qt., galvanized 
after-made pails, $2.12; 12 qt., $2.33; 
14 qt., $2.60. One gal. all galvanized, 
oil cans, $2.75 doz.; 2 gal. $4 doz.; 3 
gal., $6.00 doz.; 5 gal., $7.00 doz.; 1 
bu. galvanized baskets, $6.20 doz.; 


No. 26% — bailed galvanized meas- 


ures, $4.5 
GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Warm weather has greatly 
stimulated the demand. Sprinklers and 
nozzles are very active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., lle. per 
ft.; %-in., 12%c. per ft.; 5 ply, good 
quality, wrapped, ™%-in.. 8c. per ft.; 
%-in., 9%c. per ft. Lawn sprin- 
klers, Rain Kine, $28 a doz.: original 


fountain sprinklers, $6.00 doz. 
GLASS AND PUTTY.—Sales are sea- 
sonal and prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A. all 
brackets, 88 per cent discount; single 
strength B, all brackets, 89 per cent 
discount; double strength A, all 
brackets, &8 per cent discount; double 
strength B, all brackets, 89 per cent 
discount; putty, pure, grade, $4.25 per 
100 lb.; commercial, $3.50 per 100 Ib. 


GOLF GOODS.—Dealers find it pays 
to carry golf goods in stock and secure 
the orders while the buyer is inlereste1 
—delayed shipments cause loss. to 
dealer. 


We quote from 
f.o.b. Chicago: High-grade wood 
clubs, $2.50 each; irons, $2.10 each; 
medium grade, $1.35 each; Crawford- 
McGregor steel shaft wood clubs, 
$4.50 each: Crawford-McGregor steel 
shaft iron clubs, $3.50 each; Grand 
Slam wood clubs, $4.75 each: Grand 
Slam iron clubs. $3.35 each: U. S. 
Royal Golf Balls, $6.50 doz.: St. 
Mungo Colonel Golf Balls, $6.50 doz. 


HANDLED HAMMERS AND 
HATCHETS.—Present prices have con- 
tinued since early 1926, and no early 
change seems likely. Orders are nor- 
mally good—better than usual on popu- 
lar priced hammer grades. A few of 
the best grades put out by some of the 
jobbers and manufacturers show special 
packing and display features intended 
to help the dealer sell readily. 
HAMMERS— 


We quote 


jobbers’ stocks, 


from jobbers’ stocks, 
f.ob. Chicago: First quality, 16 oz. 
nail hammers, $12 a doz.; Mavdole. 
$12.60 a dozen; 16 oz., machinists’ 
hammers, first quality, $9.20 dozen: 
competitive grade, 16 oz., nail ham- 
mers, $6 to $8. 


HATCHETS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First avalitv hatchets. 
No. 2 shingling, $12.50 doz.; First 
aualitvy hatchets, No, 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium auality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL.—Sales 
very much improved lately, due to the 
big hay and wheat crops. 


We auote from jobbers’ 
f.o.b. Chicago: 


stocks 





$3.80 doz.; X plain, 4%, ft., $2.70 doz. ; 
5 ft., $3.25 doz. 

Manure Fork Handles.—Bent, best 
grade, plain, 4 ft., $4.35 doz.; 4% ft., 
$4.70 doz.; XX plain, 4 ft., $3.85 doz. ; 
4% ft., $4.15 doz.; plain, 4 ft., $2.50 
doz.; 4% ft., $2.85 doz. 

Garden Hoe Handles.—XX, 4% ft., 
$3.20 doz.; X, 4% ft., $2.20 doz. 

Garden Rake Handles. —XX 5% ft., 
$4.80 doz.; 5% ft., $3.05; 6 ft., $4. 00. 


Shovel Handles. "Regular Pattern, 
XX, 4% ft., $6.10 doz.; X, 4% ft., 
$3.50 doz.; D_ handles, best grade, 


$7.00 doz.; X, $5.50 doz. 
Spade Handles.— D handles, 
grade, $6.80 doz.; X, $5.25 doz. 


HANDLES, TOOL.—The price trend is 
upward, as hickory supplies become 


best 


searcer and harder to reach. Orders 
| are in about normal volume. 
We quote from jobbers’ stocks 
f.o.b. Chicago: 


Axe Handles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handles. — 
No. 1, 90c. doz.; finest second growth 
hickory, $1. 80 doz. 


HINGES.—tThere is a good active de- 
mand and prices are very firm. 


We quote from jobbers’ stocks 
f.o.b. Chicago: Heavy strap hinges 
in bundles, 4-in., 88c.; 5-in., $1.16; 
6-in., $1.28! 8-in., $2.05; 10-in., $3.45 
per doz. pair; extra heavy T hinges, 
in bundles, 4-in., $1.21; 5-in., $1.49; 
6-in., $1.53; 8-in., $2.49; 10-in., $3.71 
per doz. 


HUNTING CLOTHING.—Dealers are 


| placing their orders now for the shoot- 


ing season. 


ICE CREAM FREEZERS.—Hot days 
have put real life in sales. 


We quote 
f.o.b. Chicago: 
qt., $4.80 list; 
$6.75 list; 4 qt., 
$10.45 list; 8 qt., 
$17.90 list; 12 qt., 
$25.60 list; 20 qt., $33.20 list; 25 qt., 
$42.60 list; Arctic, 1 qt., $4 list; 2 qt., 
$4.60 list; 3 qt., $5.45 list; 4 qt., $6. 80 
list; 6 qt., $8.60 list; 8 qt., $11.10 list. 
All the above less 50 per cent dis- 
count. Alaska, 1 qt., $2.05 list; 2 qt., 
$3.45 eon 3 qt., $4.10 list; 4 qt., $5 
list; , $6.30 list; 8 4t., $8.20 list; 
10 qt., ist; 12 qt., $14 list; 15 
qt., $17 list; 20 qt., $21.50 list. A dis- 
count of 20 and 10 per cent on all 
above prices. Acme, 2 qt., galv., $8 
per doz.; 2 qt., enamel, $10 per doz.; 
4 qt., enamel, $18 per doz. Above 
prices are net. 


LAWN MOWERS.—Prices for next 
season have been announced and will 
be the same as for the past season. 


We jobbers’ stocks 
ball bearing, 


from jobbers’ stocks 

White Mountain, 1 
2 qt., $5.60 list; 3 qt., 
$8.25 list; 6 qt., 
$13.40 list; 10 qt., 
$21.50 list; 15 qt., 


quote from 
‘hicago: 16-in. 
11l-in. wheels, $12.35 each; 
ball-bearing, 10% in. 
wheels, $10 each; 16-in., plain bear- 
ing, 4-knife, 10%-in., wheels, $8.65 
each; 16-in., bali bearing, 4-knife, 
9-in. wheels, $7.85 each; 16-in., plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-knife 
8-in. wheels, $8 each; 16-in., plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 
NAILS.—Jobbers’ sales are normally 
active. There is a very firm tone to the 
market, though manufacturers are not 
busy. Prices are considered too low for 
profit. 
We from jobbers’ stocks 
f.o.b. Chicago: Common wire and ce- 
ment coated nails, current orders, 
$2.95 per keg base. 


quote 





Denatured Alcohol. — Barrel 


53%ec. per gal.; steel drums extra $6, 
returnable. 

Turpentine.—Drum lots, 63c. per 
gal.- net. 

White Lead.—100 Ib. lots, $13.75 
50 Ib. lots, ae # 25-lb. lots, $3.50; 
12%4-Ib. lots, $1.8 


Shellac. ar Ph Pak cuts), white, $2.60 

per gal.; orange, $2.30 per gal. 

English ‘Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 

Dry Paste.—Barrel lots, 
Ib. 

PREPARED ROOFING.—Slate roof- 
ing and shingle sales are breaking pre- 
vious records. No recent price changes. 
The market is well maintained. 

We quote from jobbers’ stocks 
f.o.b, Chicago: Best grade slate sur- 
faced prepared roofing, $2.50 per 
square; best grade tale surfaced, $2.65 
per square; medium talc surfaced, 
$2 per square; light tale surfaced, 
$1.20 per square; red rosin sheath- 
ing, $57 per ton. 


PYREX WARE.—A seasonal volume of 
orders is being received. 


7c. per 


We quote from jobbers’ stocks 
f.o.b. Chicago: 
Bread Pans.—No, 212, $7.20 doz.; 


No. 214, $12 doz. 

New Handled Casseroles.—Round, 
No, 622, $12 doz.; No. 623, $14 doz.; 
Oval, No. 632, $12 doz.; No. 633, $14 
doz.; Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 per 
No, 209, $7.20 per doz. 

Tea Pots.—2 cup, $21 doz.; 4 cup, 
$24 doz.; 6 cup, $28 doz. 

Utility Pans.—No, 231, $8 doz.; No. 
232, $14 doz. 

Iced Tea Sets.—$6 per set. 
ROPE.—Prices will remain unchanged 
at least to Sept. 1. Sales are rather 
quiet. 

We quote from jobbers’ stocks 
f.o.b. Chicago: No. 1 manila, standard 
brand, 23c. to 25%c. per lb.; No. 2 
manila, 22c. per lb.; No. 1. sisal, 
14%c. to 16c. per Ib.; No. 2. sisal, 
134%c. to 15c, per Ib. 


SASH CORD.—Cotton has been ad- 
vancing and the cord market is strong. 
Business good for the season. 


doz. ; 


We uote from jobbers’ stocks 
f.o.b. ‘hicago: No. standard 
brands, $7.65 per doz. hanks; No. 


8, $8.75 per doz. hanks, 
SASH PULLEYS.—Prices are firm and 
a satisfactory volume of orders are be- 
ing received. 


We quote from jobbers’ stocks 
f.o.b. Chicago: Common sash pulleys, 


50c doz.; barrels, 54c, doz. Common- 
sense, 2-in., 60c. doz.; barrels, 54c. 
doz.; No. 110, 46c. doz.; barrels, 42c. 
doz. 


SCREWS.—Sales are not as good as 
expected at recently reduced prices, 
which are based on a manufacturers’ 
fight and must be too low for profit. 


We uote from jobbers’ stocks 
f.o.b. hicago: Flat head, bright 
screws, 75-20-35 per cent; round 
head, blue, 7214-20-35 r cent; flat 


head, brass, 2%-20-35 per cent; 
round head, brass, 70-20-35 per cent. 


SOLDER AND BABBITT.—Sales are 
rather slow, with prices showing little 


deviation. 

We quote from _ jobbers’ stocks 
f.o.b. Chicago: Warranted 50-30 
solder, $42.50 per 100 Ib.; medium, 
45-55 solder, $41.50 per 100 lb.; tin- 
ners’ 40-60 solder, $40.50 per 100 Ib. ; 
high speed oe metal, $20 per 100 


lb.; standard No 4 babbitt metal, $13 


per 100 Ib. 
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Hot Sticky Weather Puts a Quietus on 
Retail Sales in the New England Field 


(Boston office of HARDWARE AGE) 


BOSTON, July 26.—New England has just experienced more than 
a week of hot sticky weather, the kind that made breathing an ef- 
fort and more than the absolutely necessary work out of question. 
If a fellow wanted a hoe or some of the many other things a retail 
hardware store carries, he put off its purchase simply because the 
thought of making the effort raised beads of perspiration stand on 
his brow. Customers in hardware and other retail stores vanished 


into thin air. 


In the meantime the hardware dealer’s 


stock of fly 


paper became stickier and stickier, and the contents of cans, with 
loose tops, just oozed and oozed. The rent piled up, but nobody 
seemed to give much of a hang. An improvement in weather con- 
ditions has come, but we have not fully recovered. Buying power 


is a great deal like the snowball rolling down hill. 


It does not gather 


much momentum until after it has been nursed along to a respectable 


size. 


Public buying power is gathering momentum once more, but it has 


not assumed the volume noted before that weather spell. 
week without the stickiness should bring a big improvement. 
jobber has not been idle, however. 


Another 
The 
Most of the bosses in these 


establishments either are away on vacation or just about to start. 
Most of the jobbing road salesmen and clerks will be away this, 
and the next two weeks, consequently there has been a drive to 


round up retail orders before the holidays. 


The volume of book- 


ings has been remarkably large the past week, weather conditions 
considering. There is no discounting the fact, therefore, that the 
retail hardware dealer has confidence in the future. 


BATTERIES.—Prior to the Dempsey- 
Sharkey fight there was an unprece- 
dented demand for radio batteries for 
this time of the year. Jobbers were 
put to a test to supply the retail trade, 
but did so satisfactorily. There is no 
doubt but that 1927 will be a much 
larger battery year than 1926. Some 
retail dealers report they sold more 
batteries during the first six months 
of this year than during the whole of 
1926. 


We quote from Boston jobbers’ 
stocks: 

“eee eee dry cell, in 
lots of 60, each, freight 
allowed. in barrel lots, 
No. 1461M, $1.65 each net; No. 1562M, 
$1.97; No. 1662M, $2.34. In less than 
barrel lots. No. 1461M, $1.75; No. 
1562M, $2.07; No, 1662M, $2.45. 

Radio.—Dry cell, in lots of 50, No. 
7111, 35c. each net; in smaller lots, 
40c. each net. B batteries, in units 
of 10, No. 764, $1.14 each net; No. 
760, $1.30; No, 771, 39c. Storage bat- 
teries, 6 to 9, $9.75 each net; 6 to 11, 
$11.10; 6 to 13, $13.05. Radio, No. 
486, $5 list. 


CROQUET SETS.—In the past two 
weeks the demand for croquet sets was 
actually brisk and jobbers here cleaned 
up stocks. The season was slow in get- 
ting under way, but finished in grand 
style. Retail dealers are confident they 
will carry practically no sets over this 
summer. 


We quote from Boston jobbers’ 
stocks: 

Croquet Sets, — Standard makes, 
5% in. mallet, 4-ball, No. O, $2.38 per 
oct pot; No. H, $2.75; 8- ball, > B, 
$3.3 ; 6- in. mallet, 8- ball, No. N, $4: 








8-in. mallet, 4-ball, No. AA\%, $4.50; 
No. AA, $5.75. 


FREEZERS.—There is nothing like 
hot sticky weather to create a demand 
for ice cream. New Englanders being 
of an economical frame of mind have 
been buying freezers rather than cream 
at the drug store or elsewhere, conse- 
quently the retail hardware dealer has 
been cashing in on freezers and in turn 
buying more freely of the jobber. Here 
is another line of merchandise that had 
a poor start this season that is winding 
up with success. 


We quote from Boston jobbers’ 
stocks: 

Alaska Freezers.—1 qt., $2.95 each; 
2 qt., $3.45 each; 3 qt., $4.10 each; 
4 qt., $5 each; 6 qt., 
$8.20 each; 10 qt., $10.75 
$14 each; 15 qt., $17 each, and 20 qt., 
$21.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

Alaska Gray Goose Freezers.—1 qt., 
$3.35 each; 2 qt., $3.90 each; 3 qt., 
$4.65 each; 4 at, $5.75 each; 6 qt., 
$7.25 each; 8 $9.35 each; 10 qt., 
$12.50 each. , ae are list prices 
which are subject te a dealers’ dis- 
count of 20 and 10 per cent. 

White Mountain Freezers. —2 qt., 
$5.65 each; 3 qt., $6.75 each; 4 qt., 
$8.25 each; 6 qt., $10.45 each; 8 qt., 
$13.50 each, and 10 qt., $18 each. 
These are list prices and are sub- 
ject to dealers’ discount of 50 per 
cent. 

Auto-Vacuum Freezers.— No. 1, 
$3.33 net; No. 2, $4 net; No. 3, $5.33 
net, and No. 4, $6.67 net. These net 
prices to dealers show a discount of 
33% per cent off list. 

Acme _ Freezers. — Bright, galv., 
tapered, 2 qt., $8 per doz.; same 
size, enameled-galv., $10 per doz.; 


4 qt. size, enameled-galv., $18 per 





Junior enameled, 
are net prices 


size, 
These 


doz., and 1 qt. 
$4.80 per doz. 
to dealers. 

Arctic Freezers.—1 qt., $4; 2 qt., 


$4.60; 3 qt., $5.55; 4 qt., 36. 80; 6 qt., 
$8.60; 8 qt., $11.10; 10 qt., $14, 80; 12 
qt., $16.65; 15 qt., $23.30. These are 
list prices. Jobbers quote dealers’ 
discount of 50 per cent off this list. 

Everybody’s Freezers, No. 01, 1 qt., 
$4.00; No. 1, 1 qt., $5.50; No. 2, 2 qt., 
$7.00; No, 8, 3 qt., $8.00, and No. 4, 
4 qt, $9.00. All gray enameled. 
These are list prices subject to deal- 
ers’ discount of 33% per cent. 


GLOVES.—It is an ill wind that blows 
no good. Steadily mounting prices for 
raw cotton have been more or less fea- 
tured in the daily press of New Eng- 
land, and many retail hardware dealers 
have considered it good business to get 
in under cover on their cotton glove 
requirements this fall and _ winter. 
Prices, as compared with a year ago, 
are quite a little lower. 


We quote from Boston jobbers’ 
stocks: 

Gloves.—Work, No. 169, $2.85 per 
doz. net. Flannel, No, 839, $1 per 
doz, net; No. 839B, 96c.; No. 641, 
$1.30; No. 642, $1.50; No. 873, $1.90. 
Jersey, No. 402, $1.75 per doz. net; 
No. 402B, $1.75; No. 403, $1.75; No. 
410, $3.50. Leather front, No. 322C 
$4 per doz. net; No. 213, $3: No. 327, 
$4.50. 

HAMMOCKS.—-Jobbers report quite a 


speeding up in the movement of ham- 
mocks out of stock. The demand for 
the couch style of hammock is particu- 
larly good, and it looks very much as 
though the jobber would make a clean- 
up before the end of July. 


We quote from Boston jobbers’ 
stocks: 

Hammocks.—Couch styles, khaki 
colored drill, $8 each net; drill with 
adjustable back, $12.50; kh: iki duck, 


box mattress, $13.50; 
striped duck, head rest, adjustable 
back, box mattress, $18; striped 
duck, head rest, adjustable back, 
boxed mattress, broad arm rest, $20; 
glider types, striped duck, mattress, 
adjustable back and head rest, $30; 
striped drill, without head rest, sus- 
pe »nded from steel underslung stand, 
18. 


Canop K7, $6 each; khaki, 
No. K2, 
Stands. =Ne. 63A, $3 each net. 


HOT PLATES.—For some unexplain- 
able reason there is an excellent demand 
for hot plates. Jobbers think that per- 
haps the hot weather, in addition to the 
high cost of anthracite coal, has had 
something to do with a turning of the 
public mind to hot plates. The end of 
the buying movement is by no means in 
view. 


adjustable back, 


y.— _ 
$4. 


We quote from 3oston jobbers’ 
stocks: 

Hot Plates.—Gas, Caloric line, one 
burner, black, No. 0, $2.45 per doz. 
net; No. 01, nursery with nozzle, 63c. 
each net; No. 01, nursery with cock, 
74c.; No. 1, ideal with nozzle, 86c.; 
No, 1, Columbia, $1.66. Nickel, No. 
01, nozzle and cock, $1.03; No. 1, 
ideal, $1.20; No. 1, Caloric, star 
burner, $1.83. 

Two Burners.—Black, No. 5, ideal, 
$1.83 each net; nickel, No, 2, ideal, 
$2.45; No. 1 Caloric with star burner, 
$3.31; No. 2, Columbia with star 
burner, $3.54; No. 2 Beauty, star 
burner, $3.99; No. 20, Calorie with 
star burner, $4.34; No, 2 Caloric, star 
burner, $4.79. 
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Three Burner.—Black, No. 9, Ideal, 
$2.80 each net; nickel, Columbia with 
star burner, $5.48; No. 27, Caloric 
with star burner, $5.42. 


PAINTS. — Weather conditions have 
been against a liberal use of paints, 
yet retail dealers are constantly in the 
market for the purpose of keeping well 
rounded out stocks. Decatur & Hop- 
kins Co., Boston, have been made New 
England distributors for the Peninsu- 
lar, Detroit line of mixed paints, and 
have employed R. R. Haggerty to give 
his entire time to the line. 


We quote from Boston jobbers’ 
stocks: 

Ready mixed paints, per gallon, 
net: 


Regular Colors.—Gallon containers, 
$3.10; %-gal., $3.25; ™%4-gal., $3.40; 
pints, $3.70; %-pints, $4.30. 

Outside White.—Gallon containers, 
$3.30; %-gal., $3.45; “%-gal., $3.60; 
pints, $3.90; %-pints, $4.50. 

Inside White. — Gallon containers, 
$3.30; %-gal., $3.45; “%-gal., $3.60; 
pints, $3.90; %4-pints, $4.50. 

Dark Green. — Gallon 
$3.55; %4-gal., $3.70; %-gal., 
pints, $4.15; % pints, $4.75. 

Permanent Green. —Gallon contain- 
ers, $3.55; W%-gal., $3.70; %-gal., 


containers, 
$3.85; 


$3.85; pints, $4.15; %-pints, $4.75. 
Vermilion.—Gallon containers, $4.30; 
%4-gal., $4.45; “%-gal., $4.60; pints, 
$4.90; %4-pints, $5.50. 


SCREENS AND DOORS.—It has been 
necessary to keep doors open to keep 
cool, consequently retail hardware deal- 
ers have been selling more screens and 
doors, and in turn have been ordering 
more freely from the jobbing houses 
here. No change in prices is reported. 


SCREEN DOOR HINGES.—Naturally 
there has been an increased call for all 
kinds and makes of screen door hinges. 
Jobbing stocks are down to within strik- 
ing distance of the vanishing line. 


We quote from Boston jobbers’ 
k 


stocks: 

Screen Door Hinges.—No. 15 
$15.56 per gross pair net; No. 15 
$19.56. 

SHOVELS.—In connection with the an- 
nouncement a week ago of new dis- 
counts on shovels, the Ames people are 
out with the statement that retail deal- 
ers who can drum up business with con- 
tractors, etc., will be allowed an extra 
10 per cent. Heretofore this extra 10 
per cent was confined to jobbing houses. 
SNOWSHOES AND SKIIS.—-One local 
jobbing house has booked up a sizable 
snowshoe and ski business for late 1927 
delivery. Most of the other jobbers, 
however, have not taken many orders, 
simply because they have devoted most 
of their time to more seasonable mer- 
chandise. 


We quote 
stocks: 


Snow Shoes.—Oxford, 


8J, 
1J, 


from Boston jobbers’ 


12 x 46 in., 


$7.30 a pair net; 13 x 48 in., $7.30. 
Ladies, 11 x 42 in., $6.50. 
Skiis.—Oxford, 5 ft., $2.40 a — 


net; 5% ft., $2.95 ; 6 ft., $3.65; 6% 

ae T , $4.85; $5. i Bt” 
$6. Pine, "4 et... Ten: 4% ft., 90c.; 
5 ft., $1.10; 5% ft., , $1.60; 
6% ft., $1.90; 7 ft., $2.30. 

Tubbs line, yellow pine, 4 ft., 65c. 
ted set net; 5 $1.05; 6 ft., 31. 50; 
6% ft., $1.90. ‘waged grain pine, 4 
ft.. J5e.; 5 ft., $1.30; 6 ft., $1.75; 6% 








t., $2. Ash, 4 ft., $1.10; 5 ft., $1.90; 
6 ft., $2.65; 6% ft, $3. 10; 7 ft., $3.50; 
7% ft., $4; 8 ft., $4. 50. Edge grain 
— 5 ft., $2.50; 6 ft., $3.50; 6% 


$4; 7 ft., $4.75; 7% ft., $50; 8 ft. 
$6. Professional ash, 6 ft., $3.35; 6U 
ft., $3.85; 7 ft., $4. 50; 1% 36. $5.25 ; 


Poles.—Tubbs line, bamboo, 90c. 
each net; ash, 62c.; boys’, $4.50 a doz. 
Oxford, rattan washer, > m., Gee.: 
each net; 4% ft., wood washer, 30c. 


SPRAYS AND SPRAYERS.—It is a 
great year for the bug, fly and other 
things that destroy vegetation, particu- 
larly garden truck. The demand for 
sprays and sprayers is therefore quite 
keen. 


We quote from Boston jobbers’ 
stocks: 

Insecticides.—Bug Death, in 1 lb. 
containers, in 3 
Ib. containers, ; in 5 lb. contain- 
ers, $5.62; in 12% Ib. containers, 
$13.50; in 100 Ib. containers, $7.50 


each. 

Pyrox.—In 1 lb. jars, 24 to the 
crate, $7.80 per crate; in 5 lb. drums, 
12 to the crate, $15; in 10 lb. drums, 
6 to the crate, $13.50; in 25 lb. drums, 
4 to the crate, $20.50; in 50 Ib. drums, 
$8.75 each; in 100 Ib. drums, $12.50. 

Arsenate of Lead. —Swift’s, paste 
form, in 1 Ib. cans, 24 cans to the 
case, 241%4c. per Ib.; in 5 Ib. cans, 
12 to the case, 20%c.; in 10 Ib. cans, 
6 to the case, 18%c.; in 4 Ib. cans, 
25 to the case, 15\%4c.; in 50 Ib. cans, 
14%c.; in 100 lb. cans, 13%c. Dry 
form, in 1 Ib. bags, 48 bags to the 
case, 2lc. per lb.; in 4 Ib. bags, 12 
to the case, 18l4c.; in 25 lb. bags, 
18%c.; in 100 Ib. drums, 18e. 

Lime Sulphur.—Bowker’s wash, in 
quarts, 3lc. each net; in gallons, 59c. 


TACKS.—Jobbers announce there has 
been an advance in the cost of tacks to 
them, but that their selling prices re- 
main as heretofore. 





Northwest ‘Trade Volume Increasing— 


Paint Declines; Other Prices Steady 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, July 26.—Conditions are very good in the farming 


communities of the Northwest tributary to the Twin Cities. 


Corn, 


the crop that has been retarded the most by the cool weather, seems 
to be making rapid gains, and while still behind its usual size in 
many districts, will probably make up for time lost and mature into 


a good crop. 
Harvesting of rye and winter 
of good yields are common. 


rapidly. There are some signs of rust in certain districts. 


toes are making a fine showing. 


Volume of trade seems to be gaining also. 
nearly all items shown in this report. 


AUTOMOBILE TIRES. — Sales are 
steady and volume good. Stocks seem 
to be well filled. Prices show no 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield tires, 30 
x 3% Liberty cord, $6.60; heavy duty 
oversize, $8.75; 32 x 4 Liberty cord, 
$11.15; Heavy $14. 50; 
balloon tire, 29 x 4.40, .65; 3 
5.25, $15.95; heavy duty, 32 x 6.20, 
$26.75; tan tubes, 30 x 3%, 
x 4, $2.60; 34 x 4%, $3.25; 
tire tubes, gray, 27 x 4. 40, gi. 90; 
4.40, $2.95; 30 x 5.25, $2. 32 x 6 
$3. 20; 32 x 6.20, $3.70 ane net. 


AXES.—Demand is fair for this time 


duty oversize, 


wheat is under way, and reports 


Other small grains are maturing 


Pota- 


Prices are steady on 
Paint shows a decline. 





of year. Stocks are well assorted, with 
prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per dozen and 
double bit base weight at $21.50; 
Plumb’s Dreadnaught unhandled sin- 
gle bit, $15.00; double bit, $20.00; 
handled, single bit, $19.75 ; double bit, 
$24.75 doz. net, 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
60 per cent; machine bolts at 60 per 
cent; stove bolts at 75 per cent; and 





BOLTS.—Sales are steady and fair. 
Stocks are well filled, with prices firm. 





lag screws at 60 per cent from new 
ist. 

BRADS.—Demand is good, with stocks 
well filled. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
Ib. boxes at 75 per cent from lists. 


BUILDING PAPER.—Sales show a 
fair demand in this line. Building op- 
erations are progressing rapidly. 
Prices for paper show no changes. 


from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin sized 
sheathing paper in all weights, 20 
to 40 Ib, at $2.75 cwt., and tarred felt 
at $3.10 cwt., net. 


CHURNS.— Demand is steady and 
good. Stocks are ample, with prices 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns 
at 33% per cent from lists. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS. — Demand is 
good, with stocks well filled. Prices 
are unchanged. 


We quote 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28 ga. slip joint, 
single head, 5-in. eaves trough, $5.50 
per 100 ft.; 28 ga., 3-in. conductor 
pipe, $5.40 per 100 ft., and 3-in,. con- 
ductor elbows, $1.73 per doz., net. 


FIELD FENCE.—tThere is a fair de- 
mand, though not so heavy as a few 
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No. 50 Trolley Barn Door Hanger 


These Barn Door 
Hanger Sets are 
Designed Right! 


i dortad is the reason for their popularity with hard- 


ware dealers and the trade. 


Sales and Profits 


are stimulated when you carry merchandise of 


Natienal 


design and construction, because they combine all the 
virtues of a first class product—quality material, correct 
design and smooth operation. 


The No. 50 Trolley Barn Door Hanger featured carries wheels of pressed steel 
with large roller bearings and a rigid, embossed drop strap of heavy gauge steel. 


Equal weight is carried on all four wheels by an equalizing device. The hanger 
has both lateral and vertical adjustments which are easily made with a wrench fur- 





No. 51 Trolley Rail 





No. F-51 Bracket 


The No. F-51 Brackets placed two 
feet apart are used to hang the rail 
while a special type, No. G-51 Joint 
Splice Bracket, is provided for a 
positive method of securely joining 
the No. 51 Rail sections into one 
continuous length. 


nished with each hanger. 


The No. 51 Trolley Rail made of heavy 
gauge steel provides an even, perfect 
tread for the hanger wheels. The rail 
is made in 4-, 6-, 8-, 9- and 10-foot 
lengths. 





No. G-51 Bracket 


This item of builders’ hardware is steadily in demand and if your busi- 
ness is built upon selling your trade merchandise that promotes good 
will and repeat orders you had better stock up on these sets NOW! 


National Manufacturing Company 


STERLING 


- ILLINOIS 


Write today and order by number, our prompt shipping service will please you 








~~ 
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weeks ago. Farmers are turning their 
attention to their fields, leaving the 
other tasks about the farm until later. 
Stocks are ample for the call, with 
prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 10 ga. top and bot- 


tom, 13 ga., intermediate, 6-in. stay, 
26-in., $27.93; 32-in., $32.40; 39-in., 
$37.28 per 100 rods, net. 


FILES.—Call for files is we!l up to the 


average, with stocks well assorted. 
Prices have not changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Best grade files at 
50 per cent and second grade files at 
60 per cent from lists. 


GALVANIZED WARE.—Demand for 
galvanized ware is good. Stocks are full 
and prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.25; No. 2, $8.00; 
No. 3, $9.25; heavy tubs, No. 1, $12.60; 
No. 2, $13.80; No. 3, $15; Standard 
10-qt. pails, $2.55; 12-qt., $2.90; 14- 
qt., $3.25; stock pails, 16-qt., $5, and 
18-qt., $5.50 per doz., net. 


GLASS AND PUTTY.—Demand is 
rather light, with dealers keeping their 
stock down in proportion to the call. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: innesota prices, 
single strength glass, 84 per cent; 
double strength glass, 85 per cent, 
and strictly pure putty ‘in 50-Ib. 
drums at $4.85 cwt., net. 


HAMMERS AND HATCHETS.—Hand 
tools are selling at a fair rate, and 
stocks are in good condition. Prices are 
steady as last quoted. 


We quote from_ jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 11%, 
nail hammers, $12.60; Plumb, No. 
HF81, $12; Plumb, No. HF145, $6.12; 
Riverside, No. 611%, ; Plumb 
broad hatchet, No. 2, $16.40; Shing- 
ling No. 2, $12.50; Claw, No. 2, $13.75 
doz., net. 


HOSE.—Lawn hose is selling slightly 
better than a few weeks ago. Stocks 
are still heavy, however, and dealers 
are beginning to take steps to move 
them. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bull Dog % in., 
7-ply, 13%c. ft.; Competition, % in., 
3-ply, 7%c. ft.; Good Luck, %& in., 6- 


ply, 10c. ft.; Electric double braid, 
bg in., 50-ft, lengths coupled, 14%c. 
t., net. 


ICE CREAM FREEZERS.—-Demand is 
somewhat better and stocks are in good 
condition. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
4-qt. freezers at $4.13 and 8-qt., at 
$6.75 each, net. 

Acme galvanized, 2-qt., 67c. each, 
and blue enameled, 2-qt., $1.50 each, 
net. 

LAMPS AND LANTERNS.—Sales are 
good for the gasoline type of lights. 
Other lanters are selling at a steady 
pace. Stocks are well filled. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
globe tubular lanterns, No. 2, $13 
doz.; No. L327 Coleman lanterns, 
$5.25; No. L427, $6; No. C329 lamps, 
$6.25; No. C318, $7; No. C317, $7.40 
each, net. 


LAWN MOWERS.—Demand is good, 
with stocks well filled. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia Styles 
A and C, 45 per cent; Style K, 40 per 





cent; Riverside ball-bearings, 14 in., 
7.90; 16 in., $8.15 and 18 in., $8.45 
each, net, 
MILK CANS.—Demand is very good 
all over the territory. Stocks are be- 
ing kept up well. Prices are steady and 
firm..: 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Railroad, 5-gallon 
milk cans, $2.65; wide neck, 8-gal., 
te wide neck, 10-gal., $3.30 each, 
net. 


NAILS.—Call for nails is fairly good. 
Dealers are watching their stocks close- 
ly and keeping up their assortments. 
Prices are firm as last quoted. 


We quote from jobbers’ stocks, 
f.o.b,. Twin Cities: Standard wire 
nails, at $3.10 per keg, base and ce- 
ment coated wire nails in 100-lb. kegs 
at $3.10 per keg, base, net. 


OIL HEATERS.—Demand is rather 
slow, the spring sales being practically 
over. Stocks are being lowered to 
match the present call. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nesco Perfect oil 
heaters, No. 12, $5.50; No. 15, $7.00; 
No. 016, $8.25; No. 0190, $10. ; 
151, $7.50; No. 0161, $8.75; No. 0191, 
$11.00; No. 505 Giant, $11.25; No. 605, 
$12.75 each, with discount in quanti- 
ties less than ten, 30 per cent; ten or 
more 30-5 per cent, 


PAINTS AND WHITE LEAD.—De- 
mand for house paints is showing a fair 
increase. Stocks are well filled. Prices 
have been lowered since last week. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints at $2.55 per gal., in one-gallon 
cans; second grade house paint at 
$2.00 per gal., in one-gallon cans, and 
white lead in 100-lb. containers at 
$4.12% ewt. 


POULTRY NETTING. — The heavy 
spring demand is over, but there is still 
a fair amount of netting moving. 
Stocks are being adjusted for the lower 


call. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon mesh 


poultry netting at 60 per cent from 
lists, 


PUMPS. — Water supplies are still 
meeting with good demand. Stocks 
are kept accordingly. Prices show no 
changes. ; 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming No. 440, 
plain spout windmill force pumps, 
6-in, stroke, $6.85; adjustable stroke, 
$7.50; No. 495 Underground discharge 
windmill force, adjustable stroke, 
$14.35; No. 415, $14.65; No. 103 hand 
lift, 6-in. stroke, $14.25; No. 182 hand 
lift, 6-in. stroke, 6-ft., set length, 
$5.25 each, net. 


REGISTERS.—Demand 
stocks in good condition. 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron registers, 
20 per cent, and wrought steel regis- 
ters, 40 per cent from lists. 


SASH CORD AND WEIGHTS. — De- 
mand is steady and fairly good. Stocks 
are well filled, with no further change 
in prices from those mentioned last 
week. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord at 6lc. Ib.; second grade, 35c. 
lb., and cast iron sash weights, $2.10 
ewt., net. 


is fair, with 
Prices have 





SCREEN DOORS AND WINDOWS.— 
The season is well started for sales in 
this line. Stocks are well filled, with 
prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common 2-8 x 6-8 
screen doors, $1.58; and fancy 2-8 x 
6-8 screen doors, $1.97 each; Sher- 
wood adjustable 24-in. window 
screens, $6.20; and Wabash extension 
24-in. screens, $5.00 per doz., net. 


STEEL SHEETS.—Demand is steady, 


with stocks in good condition. Prices 
show no changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Galvanized steel 
sheets at $4.90 cwt. base (24 ga.), and 
black steel sheets at $3.95 cwt., base 
(24 ga.). 


SCREWS.—Sales are in good volume, 
with stocks well filled. The new prices 
announced last week are in effect. 

We quote from jobbers’ stocks, 
f.o.b. TWin Cities: Flat head bright 
wood screws at 85 per cent; flat head 
japanned, 70-20 per cent; round head 
blued, 80-15; flat head brass, 80-10; 
and round head brass, 75-20 per cent 
from lists. 


TIN.—Call for tin is fairly good, with 
stocks in: good condition. Prices are 
firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke ICL 
20 x 28, $14.50 box, and IC, 20 x 28, 
8-lb. coating roofing tin, $15.75 box, 
net. 


WHEELBARROWS.—Sales are fair, 


with stocks well filled. Contractors’ de- 
mands are forming a fair amount of 


the call. Prices are still firm and 
steady. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Queen B fully 
bolted barrel type tray wheelbarrows, 
$40.00 doz.; Meteor, fully bolted, 
$36.50 doz.; No. 2T tubular, $7.33 
each; No. 10 Gopher, $4.00 each, and 
No, 1G American garden, $6.25 each, 
net. 


WIRE CLOTH.—Call for wire cloth is 
good. Stocks are being watched care- 
fully to keep up the assortments. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted wire 
cloth, 12 x 12 mesh, $1.70 and alumi- 
num, 12 x 12 mesh, $2.10 per 100 ft., 
net base. 


WRENCHES.—Sales are fair in vol- 
Stocks are well filled. Prices 


ume. 

have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 


wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call, long sleeve nut, 10-in., 
$1.70; 12-in., $2.06; 15-in., $2.75 each, 
net. 


WIRE.—Immediate demand for fence 
wire seems to be slightly less, due to 
the fact that the farmers are busy with 
haying and harvest. Prices show no 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
wire, $3.09 per 80-rod spool; gal- 
vanized hog at $3.30 per 80-rod spool; 
special galvanized hog (14 ga.), $2.47 
per 80-rod spool; smooth black iron 
wire, No. 9, $3.10 cwt., and smooth 


galvanized wire, $3.55 for No. 9, net. 
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OLDER-WAY provides 


floor space economy 


Where FoldeR-Way has been installed, 
emergency space demands are quickly and 
easily met—simply by folding away the 
partition wall and throwing two or more 
double-duty rooms into one. Just as easily 
they can be returned to place—and again 
a practically soundproof wall separates 
the rooms. 


With FoldeR-Way shown here, doors 


slide and fold in hinged pairs. The weight 
is carried ona floor track and ball bearing 
rollers, with upper track and rollers serv 
ing as a guide. Doors are securely sup- 
ported, and will not sag, stick or rattle. 
FoldeR-Way economizes on space; 
saves time and effort. Whatever your par- 
ticular need, Richards-Wilcox doorway 
engineers will be glad to serve you. 
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New York - 


Richards-Wilcox Mf 


0. 
AHanever for any Door that Slides. (c 


AURORA, ILLINOIS, U.S.A. . . - chicago 





St. Louis New Orleans Des Moines 





Boston Philadelphia Cleveland Ci i 
Minneapolis ansas City Los Angeles 


San Francisco Omaha Seattle Detroit 


Montreal - RICHARDS -W"LCOX CANADIAN CO., LTD., LONDON, ONT. - Winnipeg 


LARGEST AND MOST COMPLETE LINE OF DOOR HARDWARE MAD&5E 
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Summer Business Continues Good— 
| New York Prices Are Firm 
—Staple Lines Are Active 


NEw YorK, July 26.—Vacations have reduced the manpower in New 
York wholesale houses, which emphasizes the present activity of the 


business. 


Summer business has been unusually good, due partly to the 


lateness of the spring. Compared with so-called normal summers, this 
year’s current volume will set a record in most cases. 
Consumers are interested in some garden equipment, preserving out- 


fits and staple hardware. 


Summer resorts complain of slow business 


and hardware dealers find many people spending their holidays at 
home fixing up their houses, which means hardware sales. 

Prices generally are steady. Fall goods are receiving some atten- 
tion, but this class of trade is not expected to assume much size until 


next month. 





Fair Sale on Lanterns; 


Demand Expected in Aug. 


Early orders on lanters are fair. The 
demand for this line is expected to start 
next month. Local stocks are adequate 
and prices appear uniform. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F, O. B. NEW YORK: 

Lanterns, Hy-LoO, 62%. each; Vic- 
tor, white globe, 66%c. ; ig Ruby 
globe, 83%%4c.; Blizzard No. 2, $1.08%; 
Monarch, white globe, 66%c.; Mon- 
arch, ruby globe, 83'4c.; Little Wiz- 
ard, 75c.; D-Lite, $1.08%; D.-Lite, 
with large fount, $1.19; Sport, 46c.: 
Junior Wagon, $1.50; Buckeye, Dash 
Lamp, $1.16%; No. 39, Railroad, 
$1.58%4, and No. 30, Beacon, $2.6244 
each, 

N. B.—On all except Hylo an allow- 
ance of 25 cents per dozen is made 
on order of three dozen or more, 


Consistent Screw Demand; 
Local Stocks Satisfactory 


The demand for screws is consistent, 
though not heavy. Local prices vary 
somewhat, though there does not ap- 
pear to be any acute price competition 
at the present time. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F. 0. B. NEW YORK: 

Screws, flat head, bright iron, 75- 
20-10-10-10-10-10; round -head, blued, 

721% -20-10-10-10-10-10; round head, 

iron, nickel plated, 65-20-10-10-10-10- 

10; flat head, galvanized, 60-20-10- 

10-10-10-10; flat head, brass, 72%4- 

20-10-10-10-10-10; round head, brass, 

70-20-10-10-10-10-10. These discounts 
apply to standard screw lists. In 
package lots an extra 10 is allowed. 


Early Demand Is Light 
for Stove Pipe, Elbows 


Early orders for stove pipe, elbows 
and kindred stove sundries are light at 
the present time. Jobbers have issued 
prices on these items and are taking 
some orders. It is likely that the de- 
mand for these items will start in 
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August. Local stocks are satisfactory 
and prices are uniform. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Stove pipe, No. 28 gage, black iron, 
12 lengths in a bundle, 4 in., 
each; 4% in., 15c. each; 5 in., 
5% in., 18c.; 6 in., 21c. each. 

Stove pipe elbows, black iron, No. 
7 gage, 12 in a bundle, 4 in., 1344c.; 

in., 14c.; in., 16c.; 5% in., 
i6 c.; 6 in., 18c. each, 
Pipe dampers, cast iron, wooden 
handle, 4 in., 84%c.; 4% in., 9c.; 5 in., 
9c.; 5% in., 10c.; 6 in., Tye. ; 7 oe, 
13¢c each. 

Flue stops, tin rim, lacquered, ad- 
justable steel hoops, 8 3/16 in. 
diameters, 12 in a box, 64c. each. 

Stove pipe rings, tin, lacquered, 
12 in a package, 4 in., 3%c. each.; 
4% in., 4%c.; 5 in., 4%c.; 5% in., 
4%c.; 6 in., 5c.; 7 in., 6c. each. 

Stove lifter and shaker, cast iron, 
length 8 in., 3%c.; stove lifter, nickel 
plated, cold spiral handle, 12 in a 
box, 64%4c. each. Same with loop han- 
die, 12 in a box, 7%c. each. Stove 
pokers, nickel plated, cold spiral 
handle, 12 in a box, No. 7, 7%c. 
each; No. 8, 16c. each. Neverbreak, 
19c. each. Furnace pokers, wrought 
iron, 3 ft., 66c. each; 4 ft., 84¢.; 5 
ft., $1.00 and 6 ft., $1.16 each. 

Flue scarpers, black iron, 
long, 12 in a bundle 4c. each. 

Fire shovels, one piece’steel, jap- 
anned, 3 in a bundle, No. 54, 5%4c.; 
No. 56, 5%c.; No. 57, 9c. each. Gal- 
vanized shovels, No. 256, 7%c.; No. 
257, lle. each. Extra heavy, one 
piece, japanned scoops, 6 x 9 in., 
capped end, 16%4c. each. Neverbreak 


30 in. 


fire shovel, 37c. each. 

Stove boards, 30 x 36 in., $1.40 
each; 32 x 42 in., $1.73 each; 18 x 
18 in., 58c.; 24 x 24 in., 7lc.; 26 x 26 
in., 78c.; 28 x 28 in., 88c.: 30 x 30 
in., $1.03; 32 x 32 in., $1.22; 35 x 35 
in., $1.52 each. 


Battery Sales Very Good; 
Local Prices Are Firm 


The Dempsey-Sharkey fight stimu- 
lated an unusually heavy consumer de- 
mand for radio batteries. The hookup 
of fifty leading broadcast stations for 
this sporting event was a real selling 
help on batteries, tubes and other radio 
equipment. Ignition batteries continue 
active, particularly with dealers on the 
waterfront. Local stocks are ample. 
Prices in New York are very firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. 0. B. NEW YORK: 


Dry cells, No, 6, ignition type, 
po No. 7111, same type, 35'4c. 
eacn., 


B batteries, No. 767, $2.62 each; in 
units of 5, $2.44 each; No. 772 (ver- 
tical type), $2.62 each; in units of 5, 
$2.44 each; heavy duty vertical type, 
No. 770, $3.40 each; in units of 5, 
$3.17 each. Layerbilt, No. 486, $3.59 
each; units of 5, $3.33 each. 


Bolt Demand Is Normal; 


Local Prices Uniform 


A normal demand is reported for 
bolts and nuts in the New York mar- 
ket. Prices are uniform throughout 
the city. Local stocks are satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. 0. B. NEW YORK: 


Carriage bolts, % by 6 and smaller, 
50 and 10 off list. rger, 50 per cent 
off list. 

Machine bolts, % by 6 and smaller, 
50 off list; larger to 1 by 30, 45 per- 
cent off list; 1% to 1%, 30 off list. 

Coach screws, % by 6 and smaller, 
50 and 10 off list. Cosmer, 50 off list. 

Step bolts, 50 per cent off list. 


Coldwell 1927 Lawn Mower 
Prices Show No Change 


It has been announced that 1927 
prices on Coldwell lawn mowers have 
been prepared and distributed. These 
show no change from the prices of 
1926. 


N. Y. Demand Is Steady 


for Ice Cream Freezers 


Current demands for ice cream freez- 
ers are reported as steady. The heat 
of the past ten days has stimulated a 
good consumer interest in this line. 
Wholesale reorders are fair. New York 
stocks are apparently adequate and 
prices are unchanged. 


JOBBERS’ a tag tht TO -" 
TAILERS, F. 0. B. NEW YOR 


Alaska Freezers.—1 qt., $2.95 each; 

2 at, $3.45 each; 3 qt., $4.10 each; 

$5 each; 6 qt., $6.30 each; 8 qt., 
$840 each; 16 qt., $10. 75 each; 12 qt., 
$14 each; 15 qt., $1 7 each, and 20 qt., 
$21.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

Ice Cream Freezers, waits . Moun- 
tain, 2 qt., $5.65; 4 qt., x 
$10. 45, and § qat., $13. 50 each.’ 
are list prices ‘and are subject to 
dealers’ discount of 50 per cent. 

Auto Vacuum Freezers, No. 1, $3.33; 
No. 2, $4.00; No. 3, $5.33, and No. 4, 
$6.67 each. These are net prices. 

Arctic Freezers, 1 qt., $4.00; 2 qt., 
$4.60; 3 qt., $5.55; 4 qt., $6.80; 6 qt., 
$8.60; 8 qt., $11.10; 10 qt.. $14.80; 
12 qt., $16.65, and 15 qt., $23.30 each. 
These are list prices subject to deal- 
ers’ discount of 50 per cent. 

Acme Freezers, No, 1, 2 qt., rogith- 
galvanized, tapered, $8.00 per dozen; 
No. 2, 2 qt., enameled, galvanized, 
tapered, $10. 00 per dozen’ No. 3, 4 qt., 
enameled, $1.00 per dozen, and No. 
4, pint size, Junior enameled, $4.80 
per dozen. These are net prices. 

Everybody’s Freezers, No. 01, pt., 
ot ee: No. 1, Ae, $5.50; No. 2, 2 qt., 

$7.00 No, 3, 3 » $8. 00, and No. 4, 
ee $9. 00. a’ gray enameled, 





These are list gory subject to deal- 
ers’ discount of 33% per cent. 
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ACCO- 


Electric Welded 
STEEL LOADING CHAIN 

















Above, illustration of 9/32” ACCO Electric Welded Steel Load- 
ing Chain. Below, same piece of chain pulled “stiff”? at 6,250 
pounds, or approximately 41/2 times the working load rating. 











This ACCO Chain is in big demand. It’s a 
money-maker for hardware dealers. Origi- 
nally developed for the lumber and oil fields, 
it has proved so satisfactory that immense 
quantities are being sold to farmers, builders 
and manufacturing industries. In fact, it 
meets every demand for a steel chain of ex- 
ceptional strength and minimum weight. 


Extra load capacity is attained by the use 
of special steel, a new electric welding proc- 
ess, with short uniform links. Each link has 
the same strength, and the chain will break 
only after it is pulled ‘‘stiff’’—stretched so 
that it can be picked up like a piece of bar 
iron. Furnished in bright finish, and in addi- 
tion to an octagonal brass tag every fifty 
feet, has one link every ten feet stamped 
with the name ‘‘ACCO.”’ 


Ask your jobber to recommend a stock you 
should carry. Display this chain and inform 
your trade of the many merits of ACCO Elec- 
tric Welded Steel Loading Chain. 





AMERICAN CHAIN COMPANY, Inc. 


Bridgeport, Connecticut a4 
District Sales Offices: Boston Chicago New York XS — 
Philadelphia Pittsburgh San Francisco AMERICAN 
In Canada: Dominion Chain Company, Limited 
Niagara Falls, Ontario, Canada 





Guaranteed to pull “stiff” 


before breaking 
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Approximate Safe 
Weight per Pull “stiff” Working 

Size 100 feet, lbs. under test Proof Test Load 
3/16” (7/32") 45 lbs. 3100 Ibs. 1600 Ibs. 1000 Ibs. 
7/32” (8/32") 60 lbs. 4000 Ibs. 2000 Ibs. 1300 Ibs. 
1/4” (9/32") 75 lbs. 5200 Ibs. 2500 lbs. 1750 Ibs. 
9/32" (10/32") 95 lbs. 6250 Ibs. 3000 Ibs. 2000 Ibs. 
5/16"(11/32") 110 Ibs. 7500 Ibs. 3500 lbs. 2400 Ibs. 
3/8" (13/32") 160lbs. 10,250 lbs. 5000 Ibs. 3500 Ibs. 
7/16" (15/32") 215lbs. 15,000 lbs. 7000 Ibs. 5000 Ibs. 
1/2” (17/32") 285lbs. 18,000 lbs. 9000 lbs. 6000 Ibs. 












ACCO Chain Specialties 


MiscellaneousChain Harness Chain 
Porch Swing Chains .Butt Chains 
Hammock Chain Heel Chains 


Trace Chains 
Breast Chains 
Halter Chains, etc. 


Sash Chain 

Dog Leads 

Dog and Kennel Chains 
Wagon Chains 


Coil Chain, Welded and Harness Hardware 


Rings, Squares 


Weldless 
Plumber and Safety Loops and Dees 
Chain Bits 
Log or Binding Chain Hame Clips 
Well Chain Toggles, etc. 


World’s Largest Manufacturers of Welded and Weldless Chains and 
Makers of the Famous WEED Automobile Accessories 


ee 
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“My Off Is On” 


(Continued from page 27) 


of matter. Then somebody discovered that back of all 
matter was energy. Well, these young people were com- 
posed of matter very beautifully arranged, and back of 
all this matter there certainly was energy. They went 
in swimming in their one-piece bathing suits. How 
these girls could swim and dive! Each one seemed to be 
a trained athlete. They even persuaded the six elderly 
morons to put on their bathing suits and go in with 
them. 
e<gom 

Now, this is where my scientific cast of mind got 
me into trouble. I have seen pictures of a giant liner 
sinking at sea, and all of the passengers, with the life 
preservers around them, jumping forty or fifty feet 
from the deck into the sea. I wondered how it would 
feel to jump off the top of our yacht (about twenty 
feet) into the ocean. So, with a cork life preserver 
under my arms, I went on the upper deck and jumped 
over feet first. Now, take my advice and do not do this 
unless you have to. What happened? Nothing, except 
that when the cork preserver, after a drop of twenty 
feet, struck the water, it suddenly stopped, while my 
body, on the inside of the preserver, kept on going. I 
got a shock and a blow under my arms that I shall never 
forget. My arms under the shoulders are still sore from 
this experience. 

ee lee 

Then of course, being morons, we tried diving. It 
is interesting and looks very simple, to see one of these 
bathing beauties do fancy diving in a movie. Well, if 
you are not accustomed to high diving, just try it. The 
water, when you hit it from a height, is almost solid. 
Unless you make a clean dive and cut your way down 
into the water, you will give yourself a terrible slap 
under the arms and above your knees. I have even seen 
a novice with tender skin made black and blue from the 
blow from the water. 

- 

After the swimming party, our young guests dressed, 
and dinner was served on deck. After dinner there was 
dancing to the music of the radio. What a world we 
live in today! Here we were dancing on the deck of 
a yacht off Southampton to music played by a well- 
known orchestra on the roof of one of our leading New 
York hotels. When the orchestra would stop, we could 
even hear the applause of the New York dancers. Fi- 
nally our young guests took their departure, and later, as 
I lay in my berth, I heard the sound of the anchor chains 
and knew that our alert captain and his crew were taking 
us out to sea and that when we awakened in the morn- 
ing we would be many miles away. 

* * * 


At Babylon we stopped to inspect a new bathing pool. 
One of us morons is on a committee that is to build a 
pool for a yacht club. He was, therefore, interested in 
this new pool. This bathing pool was the best thing of 
the kind I have ever seen. It was built right on the 
seashore, but the top of the water in the pool was fully 
ten feet above the water in the ocean. The pool was 
probably 150 feet long by 75 feet wide and was built 
entirely of tile. At one end it was three feet deep, and 
at the other ten feet deep. The water was pumped in 
from the ocean, carefully strained and even disinfected 
with chlorine. There were all kinds of springboards 
and slides. I never saw a better managed pool. There 


seemed to be plenty of guards, and they were all at- 


tentive and watchful. This pool was out-of-doors. 
There was no covering. From the arrangement of the 
electric lights, it was evident that it was used at night. 
Swimming in this pool must have been very delightful 
on a moonlight night. 
* * x 
Our party of morons stopped at the little restaurant 
and indulged in hot dogs. It is a curious fact that 
ginger ale and hot dogs seem to be just the right thing 
to mix up with sea air, sunshine and bathing beauties! 
i « 


Here at Babylon, as well as at all the other resorts we 
visited up and down the outside shore of Long Island, 
there were countless children and young men and girls, 
as well as older people, bathing. Everywhere we were 
impressed with the good-looking people we saw, both 
men and women, and their great energy. Can you blame 
the younger generation for their love of outdoor sports? 
With a few more generations of this kind of life, what 
a fine nation we will be physically! Often, when I have 
been interested in sales campaigns, when I have had my 
eye set on certain figures, I have wondered at the devo- 
tion of our employees to days off. Now, on this trip 
where, at all of these resorts, I saw thousands and 
thousands of people enjoying themselves on land and in 
the ocean, I could understand that there is a good deal 
in life just as important and more important than build- 
ing up sales! I could not help thinking rather sadly 
that so many golden years of my own life were gone 
years, in a sense, I had wasted. After all that has 
been said about the younger generation, when we see 
them swimming with the freedom of mermaids and 
mermen in the ocean, when we hear their glad laughter, 
one cannot but feel that the present generation is far 
more natural and sincere in its life than we were in our 
day. This problem was discussed that evening on board 
the yacht by us six morons, and the result of the vote 
was that the present generation was putting it all over 
the past generation. We also decided that if it were pos- 
sible for us to come back and live again, we would much 
prefer to start now and grow up with the younger gen- 
eration—hut, alas, this cannot be—pass the Canada Dry! 

x ok Ox 


The character of Long Island is changing. Some of 
the towns were formerly made up of large estates. 
These large places are now being cut up into building 
lots. Large estates are passing away. It is the same 
evolution that we saw on a so much larger scale in 
England. The high cost of everything, the great advance 
in taxes and the increased wages and other expenses in 
running a large estate are making them almost prohibi- 
tive, except for those with abnormal incomes. Never- 
theless, there are still many palatial places on Long 
Island. Some of the men who live on this island have 
incomes that would have made old Crcesus look like 
a piker. 





*x* * xX 


One evening, we had dinner at one of these estates. 
At the dock our host’s automobile was waiting. Then 
we drove for thirty minutes over perfect roads under 
enormous trees whose branches met over the roadway. 
Finally we stopped at the keeper’s lodge of what was 
evidently a vast estate. The owner of the estate was 
standing at the lodge waiting for us. He was dressed 
simply in a golf suit. He suggested that we get out of 
the machine and walk up to the house. What magnifi- 
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cent trees, what a lovely lawn! We were approaching 
the house from the back on the land side. This man, 
who happened to be a bachelor and who lived alone in 
this delightful place, had his own out-door swimming 
pool and his sunken garden. You never saw such flow- 
ers. Ina very quiet way he seemed to take great pleasure 
in showing us everything. 
* ¢ 8 


We walked around to the front of the house, and be- 
low us, over the tops of the trees, in the distance, was 
the ocean. We could even see our yacht swinging at 
anchor in the harbor. Everything here was peaceful 
and restful. The trees had been cleared away in front 
of the house, so there was an unobstructed view of the 
sea. On either side the trees closed up to the house. 
Here one could see that immense sums of money had 
been spent in landscape gardening. We were shown 
to our rooms, and we dressed for dinner. 

es ce 


When we came down there were just seven of us 
seated at the table—the owner of the estate, our host of 
the yacht and the other five morons. This dining room 
was paneled to the ceiling. Around the walls hung 
portraits by many of the old masters. Some of these 
paintings were worth a large fortune in themselves. The 
plates from which we ate were Sevres, and in each 
plate was a painting, a work of art by a celebrated 
master. The dinner was a simple one. Afterward our 
host showed us through some of the rooms. Here and 
there, on tables and desks, were photographs of famous 
actors and actresses. They were all autographed. There 
were several photographs of a former President of the 
United States. These were also autographed. On a 
table I happened to see the log of a ship. I turned 
through its pages and was not surprised to see, in this 
yacht register, the names of kings and queens, princes 
and dukes, not to mention a few duchesses. One sig- 
nature that caught my eye was simply “Wilhelm,” the 
former Emperor of Germany. This book was the log, 
or visitors’ register, of our host’s yacht. This yacht, so 
I learned, was turned over by her owner to England 
at the beginning of the World War and was used as a 
scout cruiser. It was a pathetic thought that all of these 
different kings and queens, once guests on this yacht, 
had registered their names in this log and were, so soon 
afterward, at the head of nations attempting to kill off 
each other with every death-dealing device. But here 
in this book was the signature of George V, just a few 
pages away from the autograph of Wilhelm. 

x * * 


After dinner we sat on the terrace and watched the 
shadows of evening close in over the ocean. A little 
later we walked down to the car and were shortly on 
our way back to the dock. Then the owner of the yacht 
told us the story of the owner of this estate. He was 
a man who had inherited a large fortune. Having a very 
keen mind for’ investments, he had greatly increased 
his wealth. He had never married—carefully avoided 
all forms of publicity and lived almost in seclusion in 
this place to which he had devoted a great deal of time 
and attention. He had remodeled an old mansion on 
this estate and equipped it with rare pictures, tapestries, 
furniture and other furnishings gathered from all parts 


of the world. 
xk * * 


Yet, with all this, how simple he was! I was told 
that he owns a splendid home in New York City and 
a chateau in France, but to meet him you would think 
that he was a professional man—possibly a doctor, may- 








GEM 


ARCADE 


ee ee 





THIS LABEL 
IS YOUR GUARANTEE 
OF MOP STICK QUALITY 


Look for the Arcade Label! 
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constantly 


sales. 


The Arcade line of Mop 
Sticks include many styles 
and sizes for use in home, 
store and public buildings. 
Look for the Arcade label 
It is your 
guarantee of reliable mer- 


on each Stick! 


chandise. 








No. 50 Janitor Mop 


Stick 


The No. 50 Janitor 
Screw Type Mop Stick 
is for extra heavy use 
in public buildings and 
apartment houses. 


Sturdily constructed, 
and a most satisfac- 
tory Mop. Stick in 


every way. 


ultimate 
sumer, quality and ser- 
vice counts. That is why 
demand for the 
line of Arcade Mop Sticks 
increased. 
That, too, is the reason why 
you can handle this line at 
a profit. Satisfied customers 
bring many new and repeat 
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No. 0 Gem Mop Stick 


A popular Mop Stick 
for home use, light in 


weight, yet sturdily 
constructed. All metal 
parts made of steel, 
heavily coppered. 


Waxed hardwood 
handle, 48 inches long. 





Write us for 
Catalog 
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for prices 
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be a professor at Columbia. After all, how little we 
common, ordinary Americans know about our real 
American aristocracy! We have an aristocracy and a 
lot of this aristocracy lives on Long Island, but they are 
not the people we usually see in the illustrations in the 
Sunday supplements, enjoying themselves in the sand at 


Palm Beach. 
* *k * 


As we drove back the conversation drifted to our 
American aristocrats, and one of the morons remarked 
that an American aristocrat had just died. He was 
John Drew, the actor. All of us thought of him with 
admiration and affection. John Drew rose very slowly 
in the world of the stage. For years he played poor 
parts. However, he was true to his ideals. He worked 
hard, and in the end became the most admired, as well 
as the most beloved, of our actors. 

* * * 

No, I could not stay over Sunday, so on Saturday I 
was put ashore and, in a terrific rainstorm, I motored 
back to New York. This was the end of my “off.” 
As I drove back in the wind and the rain, passing hun- 
dreds of automobiles, again I was filled with wonder 
and admiration for this modern life. Notwithstanding 
this furious rain, I was perfectly dry and comfortable 
in this car. Notwithstanding the thunder, the lightning 
and the wind, my chauffeur drove me steadily on the 
hard, concrete road to New York. Surely we are living 
in a remarkable age. There was never anything like it 
before in the history of the world, and next Monday 
Byrd and his associates will land in New York upon 
their return after flying over the ocean. 


One morning we anchored off the Hotel Griswold at 
New London. That afternoon we crossed over through 
Plum Gut to Gardiners Bay and Shelter Island. A 
tremendous tide was running in Plum Gut. Through 
here the Atlantic Ocean twice every twenty-four hours 
empties itself and draws the water out of Long Island 
Sound. The tide here rises and falls from seven to 
ten feet. Stop and think of this enormous volume of 
water and the power and energy now going to waste. 
Some day it will be used. 

Shelter Island was once a very popular resort. People 
came here from all over the United States. Now it is 
a deserted village. Attractive houses and places can 
be bought for a song. Fashions in summer places come 
and go, and with them rise and fall real estate values. 

One day in motoring we stopped at a little French 
restaurant for luncheon. The husky young Frenchman 
who greeted us wore an open collar displaying an ath- 
letic neck. He had short whiskers cut square in front 
of each ear. You should have seen his face light up 
when one of the morons addressed him in his native 
tongue. “You are a Basque?” I ventured. “No,” he 
answered, “I am from Nice. J wear my whiskers this 
way because I like it.” Then, as he served us luncheon, 
he told us that that afternoon he was off to take part in 
a long distance swimming contest. “You see,” he added 
with a bright smile, showing his white, strong teeth, “all 
of us need some inspiration in our lives.’ I can imag- 
ine other “inspirations” than that of a long distance 
swim, but after all each of us should be allowed our 
individual peculiarities. Some of my friends wonder 
why I write!—A bien tot! 





The Economic and Ethical Impropriety of Direct Selling 


(Continued from page 31) 


cussion that if the principle of direct selling by manu- 
facturer to syndicates composed generally of larger re- 
tailers, whereby such syndicates are able to make pur- 
chases for their members at wholesale prices, is con- 
tinued, the latter will be given an unethical, unfair and 
unjust advantage and be able to sell certain leading items 
at prices less than the general mass of smaller retailers 
can afford, with the result that large numbers of such 
retailers will be impoverished and their business ruined. 
This is no fanciful picture, for it represents precisely 
what is now happening. The necessary result will be a 
diminution in the number of such retailers, a greater 
difficulty on the part of consumers in obtaining their 
requirements, especially in sparsely settled communities, 
and eventually a higher price to such consumers. Such 
a system tends also to give to a few favored retailers 
an opportunity to acquire monopolistic control of the 
trade in their respective territories, a condition always 
regarded with disfavor as being detrimental to the best 
interests of the public at large. Many years ago a great 
statesman forcibly pointed out the evils of such a monop- 
olistic system. In 1896 President Cleveland in his mes- 
sage to Congress spoke on the subject of the monopo- 
listic tendencies which were then developing, and said: 
“Their tendency is to crush out individual intelligence and to 
hinder or prevent the full use of human faculties and the full 
development of human character. Through them the farmer, 
the artisan and the small trader is in danger of dislodgment 
from the proud position of being his own master, watchful of 
all that touches his country’s prosperity, in which he has an 
individual lot, and interested in all that affects the advantages 
of business of which he is a factor, to be relegated to the level 
of a mere appurtenance to a great machine, with little free will, 


with no duty but that of passive obedience, and with little hope 
or opportunity of rising in the scale of responsible and help- 
ful citizenship.” 


These words were used not by a follower of the later 
La Follette school, but by a statesman of the highest 
character and of the most conservative disposition. 

In the light of these arguments, it cannot be doubted 
that a manufacturer who disregards the sound views thus 
advanced, does widespread injury with only a temporary 
advantage to himself which must ultimately result to his 
own great damage. 

A notable example of the soundness of these argu- 
ments is to be found in the recent action of the Ford 
Motor Co. when it complied with the demands of count- 
less retailers to abandon its community stores, the fur- 
ther conduct of which imperiled the existence of these 
retailers and likewise caused serious damage to whole- 
salers who had previously supplied the commodities 
needed by such retailers. In the consummate wisdom 
which has made of the Ford Motor Co. the wonder of 
the world, the argument thus presented by these retailers 
was accepted and the community stores closed to the 
general public. 

The legal aspects of the subject can be briefly disposed 
of. The Sherman Law forbids wholesalers from acting 
concertedly in refusing to deal with manufacturers who 
make direct sales to retailers. But the decisions of the 
Supreme Court clearly permit a wholesaler when acting 
upon his own initiative and without concert with other 
wholesalers, to refuse to deal with a manufacturer who 
likewise makes direct sales to retailers. 
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California Hardware Man Turns 
Paint Stock Four to Five Times 


(Continued from page 32) 


We handle only eighteen different colors, which experi- 
ence has taught us are popular and therefore most likely 
to sell in this particular community.” 

In the matter of special sales, Mr. Johnson does not 
believe they are practicable for him or for his paint de- 
partment. However, he does hold a demonstration sale 
every spring. At these demonstrations he has factory 
representativets come to his store. They hold demonstra- 
tions in the store as well as at the homes of prospective 
customers. 

Knowledge is a retailer’s chief asset in selling paint, 
according to Mr. Johnson. Therefore he and his sales 
force have made a special effort to learn all that it is 
possible for them to learn in connection with paints and 
varnishes. 

Whenever there is a demonstration sale at the Rich- 
mond Hardware Co. the sales force is given a special 
lecture by the visiting factory demonstrators. All of 
the literature that is put out by the manufacturer is 
studied carefully. 

In this, the wisdom of Mr. Johnson is clearly mani- 
fest. In many of the booklets that the manufacturer 
issues there is a great deal of valuable information about 
paints and varnishes and about the best ways of apply- 
ing them. In many hardware stores these booklets are 
passed out as advertising, or they are wrapped up in a 
customer’s package and consequently forgotten. Not so, 
however, in the Johnson store. There the booklets are 
studied. The information that they contain is used by 
the clerks of the store in their own sales talks to cus- 
tomers. ‘ 

3v this method the store gets a reputation for having 
a specially well informed sales force. This creates con- 
fidence in the customers. It makes them more interested 
in what they are buying. It gives prestige to the store 
and to the brand of paint. It is eminently sound and 
practical merchandising. Instead of a clerk merely hand- 
ing a paint customer a booklet on how to remove old 
varnish from wood, the clerk goes to the trouble of per- 
sonally explaining the most approved method. Then he 
hands the customer a booklet with the statement that it 
contains some additional points of interest. The main 
thing is that this is the personal method so much talked 
about. It makes customers feel as though the men in 
the store had their interests at heart. They feel the men 
in the store know their business 

Considering the points that have been mentioned, it is 
easy to understand why the Richmond Hardware Co. is 
able to turn $1,000 worth of paint four to five times 


annually. 


Both Oars Are Needed 


DVERTISING and merchandising are the two oars 
necessary for the business craft. One without the 
other will give you the well-known result of going 
around ina circle. A strong even pull on both will surely 
and safely bring you to your port of success. Grasp both 
oars firmly and keep at them. 


















Brazed Steel 
Engineer’s Filler 


Brazed Steel 
Shop Torch 


Brazed Steel 
Broad Top 
Oiler 


BRAZED STEEL 
BUSINESS BUILDERS 
XPERIENCED hardware men 


know that when orders are filled 
with Wall Everlasting Brazed Steel 
Products they have rendered a real 
service to their customers. They have 
furnished the best products ‘of their 
kind that men can make, steel brazed 
with hard brass. They have said 


“soodbye” to customer complaints. 
& y Pp 


Your jobber has them or can get them quickly. 
Glad to send illustrated literature on request. 


P. Wart Mec. Suppry Co. 
PITTSBURGH, PA. 








Wall DREADNAUGHT 
No. 41 Blow Torch 


Brazed Steel 
Bench Oiler 
Guaranteed for 
5 years 














To Save Time, Write to Nearest Representative 


New York: E. H. Brinkman, 30 Church St., Room 446. 
Philadelphia: Wm. H. Patton & Associates, 2401 Chestnut St. 
Boston: Walter C. Gindele, 241 Purchase Street 
Chicago: Henry Tideman, 624-630 West Adams Street 
Cincinnati: L. W. Stewart Sales Co., 327 Dixie Terminal 
Detroit: Geo. E. Oles, 14301 Corbett Ave. 

St. Louis: Hubbell and Sharp, 1712-14 Chestnut Street 
San Francisco: W. R. Voorhees & Co., 417 Market Street 
Waynesville, N. C.: R. N. Barber & Company 
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Step Bolt and Common Nut Price Lists 


Compiled for Hardware Age by M. M. Godschalk 


EXPLANATION—List prices are in accordance with recent revision of April 1, 1927. To de- 
termine net selling or buying price on any size, this chart offers a direct short cut. For example: 
Assume a desired discount of 40 per cent on 14-inch diameter step bolts, 2 inches in length. Find 
the length line and follow along until you reach the 40 per cent discount column—here you find 


the answer, 756. Other discounts and lengths are determined in the same manner. 


are per 100. 


Step Bolts (1/ 
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This is the final installment of a complete series of 
Step Bolt prices and the beginning of prices on 
Common Nuts. 


7, Hardware Age 


Common Nuts—Square (Tapped) 


List prices 
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he | 210 | is9 | 168 | 158] 147| 140| 126 105 | 84 63 
te | 20 | 225 | 200| 188| 175| 167| 150| 125 400 | 75 
-% =| 350| 315] 230] 263 | 245 | 234 210 | 175 | 140° 105 
% | 585) 527| 468 | 439/ 410| 390| 351 | 293| 234 | 176 
1 | 800} 720] 640 | 600 560 | 534 | 480 | 400 | 320 | 240 
Common Nuts—Hexagon (Blank) 
DISCOUNT 
Bolt, a Pete Le 
\Inches| List | | 
10 | 20 | 25 | 30 | 33%| 40 | 50 | 60 | 70 
34e | 32| 29 | 26 | 24 22 | 21 19 16| 13| 10 
“y | 34| 31| 27) 26] 24| 23 | 20] 17 14} 10 
“She | 51| 46| 41| 39| 36 | 31] 6 20! 15 
% | | 59] 53| 50| 46| 44| 40 | 33| 26| 20 
whe | ol | a [ as | m7 | m4 | oo] 5] | 
mM “| €36) 417] 206] So] or{ ~“S7 | 73| 65| 52] 39 
cs [a5 ~494| 172! 162] 151 | 144 | 120 108} 86 | 65 
| 260 | 234 | 208] 195| 182| 174, | 156 | 130| 104] 78 
-— | 350° 315 | 230] 263] 245] 234 | 210) 175, | 140 | 105 
“% | 530| 477| 424| 308| a71| 354] 318| 205| 212| 150 
| 1 | 745 | 671 596 | 559 | 522| 497 | 447 | 373 | “298 | 224 
Common Nuts—Hexagon (Tapped) 
| DISCOUNT 
lacked tae [71 i oa 
10 | 20 | 25 | 30 | 33%| 40 | 50 | 60 | 70 
| % | 36| 32) 29] 27] 25| 2] 22] i8| 4] 11 
[% | 40| 36| 32| 30| 28] 27| 24 2 | 16 | 12 
| Ste | s7| 51] 46] 43| 40] 38] 34] 29| 23] 17 
| % | 75| 68] 60| 57| 53| 50] 45| 38| 30! 23 
| te | 125| 113] 100| 94| 88| 84| 75 | 63 | 50 | 38 
| % | 150] 135| 120/ 112] 105| 100] 90 | 75| 60| 45 
| %_ | 240| 216| 192] 180| 168| 160| 144 120 | % | 72 
| % | 290| 261| 232] 218] 203| 194] 174] 145| 116] 87 
“™% =| 385 | 347| 308| 289| 270| 257 | 231 | 193 134 | 116 
| % | 005| 545| 484 | 454| 424| 404 | 363| 303| 242| 182 
rw 825 | 743| 660| 619| 578 | 550 | 495 | 413 | 330 | 248 
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DIAMOND “E” 


A Ul Metal Fly Screen Ss Important News 


for the Hardware Trade 
once, and they will surely come back for more. In- 


stantly adjustable. Fit snugly. Guaranteed fly and mos- “FU ephisto Cools” 


quito proof. And built for lifetime service. 
All sizes: Galv. Wire, $1.00 
to $2.00; Bronze Wire, $1.50 After a temporary suspension due to 
to $2.50. the total destruction of our plant by 
fire, we are now in production. 


















BUY FROM 
YOUR JOBBER Our new factory is completely 
equipped with new machinery of the 
latest type. Our old organization is 


functioning 100%. 


























Ariistic Mephisto tools are so well known to 
: i the skilled mechanic that they need no 
Firep acc introduction. With our new series of 
Equipmeni dealer helps, they are almost self- 
in Brass, Wrought selling. 
and Cast Iron Our new catalog is ready, show- 
Andirons Firesets ing several new Mephisto tools. 
Folding Screens The: W. A; Ives Manut et 
Andirons No. 2908 Spark Guards, Fenders, eic. pronlctide ee ose 
For illustrated Catalog write to ra Notice 
THE S. M. HOWES CO. mane ot 
505 Medford Street Charlestown District Boston, Mass. i 
Tools a= a ee, Tools 


Success Lies * <CAROLWs> ..:”.. 
272 


Sizes Teen Styles 





If you want Good Tools look for this Trade Mark. The 


e s : . 
Knowing How tool steel Jaws are firmly clamped between steel Plates. Scien- 


tific Leverage allows tremendous cutting power without great 
muscular effort. Adjustment of cutting Jaws provided for 


a by two Set Screws closely duplicated by other manufacturers. 
Read These Tools are Handy, Time Savers and Money Makers. 


° . . 
If your Jobber cannot supply you, write us for Literature 


and Prices. 
HARDWARE, AGE CAROLUS MFG. CO. Sterling, Ill. 


Sales Representatives—Surpless, Dunn & Co. 
It Tells You NEW YORK, CHICAGO 
the How” of Successful 
Hardware Merchandising sess, Sines 


or Piain BEARING 














GRANITE 
STATE 
LAWN 

MOWERS 


*Study and ab- 
sorb the contents. 





A Mower 
FOR 
Every CusTOMER 
We manufacture a complete line of high grade lawn mowers and 
trimmers—there is one for every purse. Granite State Lawn 


Mowers are backed by nearly 60 years of manufacturing experi- 
ence. Ask for a catalog. 


GRANITE STATE gy ad oy eimai co. 
HINSDALE, N. H., 
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Hot of th® Nail Ke 


Little yarns that others have laughed 
over culled from various sources. 
contemporary puts it: “Some of them 
have been copied, the rest will be.” 


Asa 












The mayor of an Ohio city has found 
a new use for confiscated liquor. When 
poured on the walls and interior of the 
city jail, it proves successful as an ex- 
terminator of cockroaches and_ bedbugs. 
The mayor says the bugs drink the stuff, 
some dying outright and others becoming 
so intoxicated they fall, breaking their 
necks. 


A small girl asked her mother: “If I 
grow up and get married, will I have a 
husband like papa?” 

“Yes, dear,” the mother replied. 

“And if I do not get married, will I be 
an old maid like auntie?” 

“Ves.” 

The little girl thought for a minute, and 
remarked: “Well, I’m in a fix.” 





At a recent fair there was a balloon as- 
cension and parachute leap. An old negro 
miles away and knowing nothing about 
this, was plowing his field when he looked 
up and saw in the air a man coming from 
the sky in this umbrella arrangement. He 
was so scared he couldn't run. He just 
stood there. 

The man came right down and landed 
almost at the old negro’s feet. The para- 
chute jumper didn’t say a word, and the 
old negro just looked at him, dropped right 
down on his knees, and looked up into the 
man’s face and said: 

“Lord, I’se glad you come at last.” 





Mother—“If you wanted to go fishing, 
why didn’t you come and ask me first?” 
30y—“Because I wanted to go fishing.’ 


’ 





Chuck—“T thought you promised to save 
me some of that liquor you had.” 

Wally—‘“I tried to, but it ate holes 
through everything I put it in and I finally 
had to drink it.” 


Spieth—“Yea, he and I are old bunk 
mates.” 

Friend—“What! 
at college?” 

Spieth—“No, I mean we believe the same 
kind of bunk.” 


Were you roommates 





| saxophone player. 


Teacher—“Give me a sentence with the 
word toboggan in it.” 
Abie—“Mama went t’uh boggan sale.” 


“Common Sense Would Avoid Many 
Divorces”—head-line. Yes, and many mar- 
riages. 

Mrs.—“When you proposed to me you 
said that you were not worthy of me.” 

Mr. (sarcastically )—-“Well, what of it?” 

Mrs. (even more so)—“Nothing; only 


| [ will say this much, that whatever else 
| you were, you weren't a liar.” 





A musician approached a banker for a 
donation of $5 to help bury a deceased 
To which the banker 
replied: “Here’s $25; bury five of them.” 





who had been to 
on business, 


An old countryman 
London for the first time 
returned in a bad temper. 

“At the hotel,” he complained, “they kept 
the light in my bedroom burning all night. 
I couldn’t get a wink of sleep.” 

“Why didn’t you blow it out?” asked 


his wife. ; 
“Blow it out?” said the old man. “I 
couldn’t. It was in a bottle.” 





Tim—“Hang it all, I wish there was no 
such thing as money.” 

Bob—“Don't let that worry you. 
got no proof that there is.” 


We've 





There is no use to try to joke with a 
woman. The other day Jones heard a 
pretty good conundrum ‘and decided to try 
it on his wife. 

“Do you know why I am like a mule?” 
he asked her when he went home. 

“No,” she replied promptly. “I know 
you are, but I don’t know why.” 





A farmér’s boy brought a cowhide to the 
village produce dealer and asked what the 
price was for hides. 

“Is it a green hide?” asked the dealer. 

“Naw,” replied the boy disgustedly, 
“they ain't no green cows. The one this 
skin came offen was a brindle.” 





Traveler—“I want to buy a toothbrush.” 

Storekeeper—‘“Sorry, brother, but our 
line of summer novelties ain’t in yet.”— 
Life. 





Even the grave and dignified British 
Civil Service commissioners could not re- 
sist being amused at an answer given at 
a recent examination. The question was: 

“Give for any one year the number of 
bales of cotton exported from the United 
States.” 


The applicant wrote: “1491. None.” 





“So you're a salesman, are you? What 
do you sell?” 

“ce ” 

Salt. 

“T’m a salt seller, too.” 

“Shake !” 


———— 


Teacher-—-“Now, Willie, if James gave 
you a dog and David gave you a dog, how 
many dogs would you have?” 

Willie—‘“Four.” 

Teacher—‘“Now, dear, think hard. Would 
you have four if James and David each 
gave you one?” 

Willie—“Yep. You see, I got two dogs 
at home now.” 





“Brederen, we must do something to 
remedy de Status Quo,” said a Negro 
preacher to his congregation. 

“Brudder Jones, what am de 
Quo?” asked a member. 

“Dat, my brudder,” said the preacher, 

“am Latin for de mess we’s in.” 


Status 





“Why are you late for breakfast, sir?” 
asked Bob’s father as the boy slid quietly 
into his chair. 

“Well, you see,” explained Bobby, 
“when you called me, I was having a 
mighty funny dream, and I just slept a 
few minutes longer to finish it and enjoy 
the laugh.” 





House Agent—“You say you have no 
children, phonograph, radio or dog. You 
seem to be the quiet tenant the owner in- 
sists upon.” 

Prospective Tenant—“Well, I ought to 
tell you that my fountain pen squeaks a 
bit.” 
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8 Quart 


Glass Churn 


Because of the hearty reception given 
the recently introduced No. 60—6 quart 
glass churn and because of an insistent 
demand for an even larger model, the 
No. 80—two gallon Glass Churn has been 
added to the Dazey line. 


The Dazey complete line of glass churns 
now includes the 2, 4, 6 and 8 quart 
sizes—-the most practical line of glass 
churns ever placed upon the market. 


The two larger sizes fill a long felt want 
and will prove to be the better sellers. 
All sizes are now available through your 
jobber. 


Dazey Churn & Manufacturing Co. 4 He 


Warne and Carter Avenues 
St. Louis, U. S. A. 
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Don’t 


Let Your Distributors 


Forget= 


Why should hardware dealers remem- 
ber that you are in business if you 
don’t everlastingly remind them? Why 
should they buy your merchandise—or 
sell it with intelligence, enthusiasm 
and conviction—unless you keep them 
“sold” upon its selling qualities? 


Advertising is an economical means 
by which you can remind retail and 
wholesale hardware dealers that you 
make goods that they can buy and sell 
with profit. Consistent dealer advertis- 
ing pays good dividends. 

Keep hardware dealers constantly re- 
minded of your products and their 
selling points by regular sales mes- 
sages in their “news-business paper” — 


HARDWARE AGE 


239 West 39th Street 
New York 
N. Y. 
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"pees = 
Ask Your Jobber’s 


Salesman 
about 









PRODUCTS 


FOR FORD CARS 
The Best Line of Ford Replacements 
on the market. 


Tubular and 


Honeycomb 


RADIATORS 


FENDERS oor Car 


and Commercial 


Tool Boxes, Kits and Caps 


The CORCORAN Mfg. Co. 


4915 Section Ave., Norwood, Cincinnati, O. 


RLS 
Better 











Machine Screws 
Regular and Special. 


Complete stock of 
Standard Sizes. 


Prices on Application 


HARVEY HUBBELL 


MACHINE SCREWS 
BRIDGEPORT CONN. U.S.A. 





NEW VORK, N.Y. 
30 CAST 42.02 ST. 











Leather Bound 
12” to 24” Long 





if \ A Strong Tool Bag 


ae eee» BCR Made of No. 6 
Sass : Cima White Duck, 
1 4 bound with 
shoe leather. 
Has lock and 
key. A profit- 
able seller to 
linemen and 
mechanics. 
Also Masons’ 
and _  Electri- 
cians’ Tool 
Bags, and 
Plumbers’ Tool 
Rolls and Golf 
Bags. 


Send for 
Folder. 


1847 Ashland Ave, 


LENDZION LEATHER Goons Co., ***é,ithre 1 


























Every Part, achi ned 
Precision and fitted 


like a sewing machine 


Smooth, even mowing depends upon 
perfect alignment of the mower’s reel 
blades with the cutter bar. This must be 
exactly right—and stay right. Looseness 
at any point of the mower disturbs this re- 
lation. You know the result. 


TWO Machinings 


Every connecting part in F. & N. Lawn 
Mowers is given two machine operations 
down to one-thousandth of an inch—and 
fitted into each other as accurately as the 
parts in a sewing machine. The patented 
F. & N. Self-Adjusting Device with the 
solid steel contracting sleeve keeps the reel 
blades and cutter bar in perfect alignment 
by automatically taking up all wear in the 
revolving reel bearings. 

A Style and Quality for Every Requirement— 


Insist on the Genuine F. & N.— 
They Cost No More } 


If Your Jobber Cannot Supply You— 


Write us. 


LAWN MOWER CO. 


RICHMOND, IND. U.S.A. 
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% 
Sq aoe 
we “a gh, Se 
THIS> 2 
Attractive + N oe 
Premium : 
Sell Your 
Refriger- 


ators fitted 
with a set of 
these space- 
saving dishes 









your jobber. 


SPACE SAVER DISH CO. fiioisén CHICAGO 





S 


ON 


BRIDGEPORT. CONN. 


WOOD SCREWS 


Rivets Roofing Nails Scratch Brush Wire 





THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
George E. , Detroit 
Milton Pray Co Francisco, Los Angeles, Seattle 
G. M. Baird & Co., Memphis, Tenn. 





ADVERTISING 


IN WOMEN’S 


MAGAZINES 


—In Good Housekeeping, Better Homes and Gardens, 
American Cookery, and Woman’s World—has made 
this handy and space-economizing device known to 
thousands of women. Appeals to every housekeeper, 
and sells easily and profitably—or proves a strong pull- 
ing premium to help sell refrigerators. Inexpensive 
and profitable. Packed 21 sets to the barrel. 














CRACKPROOF 











garden ateny< 
_ ie 


PIONEER RUBBER MILLS 


Rapidly becoming the world’s largest manufacturer of garden heee. 


New York Chicago San Francisee 
Seattle Tacoma Portland 
Salt Lake Denver Les Angeles 











CONDUCTOR HOOKS 


EFF ICIENT and reliable 

for plain or corrugated 
pipe. Ask for sample and 
No. 27 Catalogue listing 
hooks and hangers _illus- 
trated. 


L. D. BERGER CO. 


59 N. 2nd St. 
PHILADELPHIA, PA. 








>, BOLTS «> NUTS 
‘)/ CAPSCREWS 


in Big Business 






FOSIER‘ 


Personal Service = 


Two big plants, one in Cleveland 
and one in Chicago, assures 
prompt service to all sections of 
the country. 


The Foster Bolt & Nut Mfg. Company 


CLEVELAND CHICAGO 
Union Ave. and E. 72nd St. 6249 to 6265 West 65th St. 
Telephone Broadway 840 Telephone Hemlock 4484 














There’s a Mine 
of Information 


vitally-important facts, live mer- 
chandising ideas and sales-produc- 
ing methods in HARDWARE AGE 
each week. Make it a habit to read 
your business paper regularly and 
thoroughly. 
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oors that silently 
function on GRIFFIN 
HINGES are an added 
source of comfort and 
satisfaction in any home 


FIN 


ERIE, P NNSYLVANIA 


NEW YORK, 45 Warren St. 
CHICAGO, 555 W. Randolph St. 
BOSTON, 124 Pearl St. 




















Why Farmers Buy 


American Steel & Wire 


Company Fences 







la 


o~ 


The definite reasons why farmers 
buy American Steel & Wire Com- 
pany Fences are the reasons dealers 
find them easy to sell. 


The enviable reputation our 
fences held among farmers has been 
built up over twenty-six years of 
most satisfactory results. Coupled 
with this reputation is our guar- 
antee that American Steel & Wire 
Company Fences will equal or out- 
last any other fence made of the 
same size wire and erected under 
the same conditions. 


Our dealers are protected against 
the loss of a sale, where fences, gates, 
and steel posts are needed quickly, 
by our strategically located ware- 
houses. Our national advertising is 
constantly telling farmers the coun- 
try over, the story of American Steel 
& Wire Company products. 


Write today for complete informa- 
tion including the details of our mer- 
chandising policies. 


Zine Insulated 


American, Royal, 
Anthony, U.S., National, 


Monitor and Prairie 
Fences, 
Steel Gates and Steel Posts 


Dealers Wanted Everywhere 
Write for Sales Plans 


American Steel & Wire 
Company 


Sales Offices: Chicago, New York, Boston, Cleveland: 

Worcester, Philadelphia, Pittsburgh, Buffalo: 

Detroit,Cincinnati,Baltimore, WilkesBarre,St. Louis» 

Kansas City, Minneapolis, St. Paul, Oklahoma City. 

Birmingham, Atlanta, Memphis, Dallas, Denver, 

Salt Lake City, U. S. Steel Products Co., San Fran- 
cisco os Angeles, Portland, Seattle. 
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MYERS COG GEAR GIANT LOW DOWN 





DOUBLE ACTING FORCE PUMP 
Aor The general utility pump for summer and the har- 


FillingTanks, vest season. You'll find the Myers Cog Gear Giant 
ings out Low Down Double Acting Force Pump leads them all. 
Boilers, Irri- For filling thresher tanks, washing out boilers, water- 
ation and ing stock, irrigation and drainage, pumping water 


rainage # from shallow wells, trenches, cellars and barnyards— 
Pupinglater for innumerable other pumping jobs—here is the 
rom 











ls, pump for the purpose. 
Barn Yar c 3 » tele ei 
Ils ompactness and strength for size and weight, 
L ease of operation, large and direct waterways, 
Cisterns and ample valve capacity, and other outstanding im- 






provements in design and equipment enable this 
pump to throw an abundance of 
water with a minimum of pump- 
ing labor. 


Those who use pumps of this 
kind need them quickly when 
the occasion arises. Myers pres- 
tige plus Myers quality creates 
the demand for Myers Giant 
Low Down Tank Pumps. 
a How is your stock? 


INS A 
=; We are prepared to make 
a Fe prompt shipments. Write or 


= ye 
a». | f wire. 
ores | '(U) 
ee ae Se 
— Ss 





Cellars wu te 
















M 








«dl \\ 





nEFE MYERS & BRO® 


ASHLAND, OFIO. 
TOOL WORKS 
as Leet Ln dal a A, KANSAS CITY- NEW YORK 











and let the power of suggestion get to work selling 
paint. : 

Suggestion can be used in many ways. Good dis- 
plays suggest the need of new paint. 


Your Chamber of Commerce should be glad to push 
a “Clean Up and Paint Up” Week, which will sug- 


gest the need of painting to every person in your 


town. 
S ft Q r e The fourth issue every month of Hardware Age 


brings you facts and ideas about paint merchan- 


dising. 

¢ A special section in this issue carries the advertis- 
ing messages of the foremost paint manufacturers. 
Read what other successful hardware dealers are 
doing to push paint sales. Learn how the paint 


manufacturers are willing to help you. 


Clean up and paint up your own store, put in some 
good selling displays, and let the power of sugges- 
tion roll up paint sales and paint profits. 
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Mt R.R.Oehler 
of Clar ‘inda, Ohio, 


wrote: — 


“I have a Grand Universal 
Mower, which a local mower fac- 
tory tells me is made by you. 1 
need two pinions and two ratchets 
for this mower. . . . 

“The mower is an old one, about 
thirty years old, I think, and this is 
the first time anything has gone 
wrong with it. Jt is sure a whiz 
for service.” 


We asked him :— 


“We are wondering if we may 
have your permission to use this in 
an advertisement with your name 
signed.” 


Mr. Oehler replied :— 


“Your above request is granted. 
But to be exact this mower has cost 
us $1.60 in the thirty years.” 





GRAND UNIVERSAL 


Eleven inch wheels 
Self-adjusting ball bearings 
Five drawcut wiper blades 
Dust proof Oil Cups 


BLAIR MANUFACTURING CO. 
Established 1879 


Springfield, Mass 


































This Name 
Means Profit 


gorse kind you can put in 
the bank and draw checks against 
—demands 4 things: 


qualitymerchandise,reason- 

able prices, right discount, 

and a square policy from 
the manufacturer. 


The EMPIRE trademark stands for 
those things. We sell good stuff, our 
prices are right — you can attract a 
big volume of sales and do it in a way 
that pays you well. Our policy is 
clean cut,simple and strict. We know 
which side our bread is buttered on 
and we don’t want to eat yours, too. 


Our aim is to help the fellow who 
helps us and do it first as well as last. 


Electrical ranges, engines, and a full 
line of percolators and appliances. 
The EMPIRE trademark on these 
items, means a square deal to you 
and your customers because we 
expect that from you. 

METAL WARE CORPORATION 


Sales Office: 111 W. Washington Street, Chicago 
Factory: Two Rivers, Wisconsin 
































12-cup capacity 
with exclusive 





5 Models of toy engines 






eee eatures which Psiaditaaitiniattiis 
surprising volume. No D = —— anaes J atieae- 
competition. 





EMPIRE 
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| IVER JOHNSON 
EVERYDAY SELLERS 


SHOT GUNS 
Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 


San Francisco: 717 Market St. 


MOE’S POULTRY SUPPLIES 











“Moe's Line” is a distinctive and complete line of Poultry 
Equipment. Moderate in price, and popular with poultry raisers. 
Quality the best. Write for Catalog and prices. 


OEFT & COMPAN 


2305 Davis St. North Chicago, IIl. 














Wire Products 


for every need 


Nails of all kinds, Staples, 
Cambria Fence, Barbless 
Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, and Wire 
Rods to standard or special 
analysis. 















STEEL COMPANY 
~~ BETHLEHEM, PA. 


BETH LEHEM 


look for th 


Russell Jennings 


“Auger Bits 


Af. 3) 







full nam 


Mfg 


4 L's Conn. 


Co. 


Russell Jenni ings 
‘Chest 





Paint Story 


HARDWARE 
AGE 


Hardware Age is read every week by 
merchants who are always ready to give 
a likely product a trial. One of the 
reasons why these men read Hardware 
Age is to keep in touch with what is 
being offered by manufacturers. 


Tell them your Story and keep on telling 
it. You'll meet with a response that will 
prove to be profitable. 


F 


| 





MTT 


Cth | Mn i 


f 





5 
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Here are a few 








are buying 


competitor. 


BETTER STOCK ’EM 
Your Jobber has them. 





With a few of 


of the many each on hand you 
“YANKEE” Drills Gg can swing this trade 
carpenters oe 


Do not pass it up to your 


NORTH BROS. MFG. CO., Phila., Pa. 








Makes You 


SOCKET WRENCH 
"HEADQUARTERS 





Carry Less 
“a 






With this carefully selected S ell More 


Walden - Worcester Assort- 


pe ait tae ae y wer What’s the use of carrying a lot of 
can supply any needed RE sizes and styles of Tacks that are 























handle or attachment. The unnecessary? 

Cabinet offers a convenient 

and attractive medium for In the ATLAS line of Tacks no 

the display of the stock. difference in sizes of less than 

In a word, an investment 1/16” ‘ 

of only $54 makes your store on Se 

Socket Wrench “Headquar- And only styles that have proved 

ters.” salable are manufactured. 

fncluding. “6 CHROME 1 IOKEL These facts enable dealers to carry 

— oy — as “ee less stock, and sell more; because 
a a oe Ratchets, Connectors, _Uatversai ATLAS quality is always in de- 

proportion to demand. ll parts mand, and full count and weight 

interchangeable. Net rice, in- 

cluding all-steel cabinet, B54. are guaranteed every customer. 

Poceke gy Oy! _ “yuaes Send for Complete Catalog 

Wrench Oatalog No. 27. 
STEVENS WALDEN-WORCESTER, INC. y/ 
Mfre. of Walden. Worcester, Wrenches ATLAS TACK CORPORATION 
Stevens jpeed-Up” Tools ° ° 
Wares, all - Fairhaven, Mass., and St. Louis, Mo. 


The largest and oldest manufacturers of Tacks and Small 
ST ree ee ee Nails in the world, 


STFVENS- “WALDEN “WORCESTER | Established in ¥810 

















€=Look for the tag, carrying our name, at the end of every roll! 


The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicago Kamsas City 
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ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By genes 
process we increase the density of steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 


. 


* entire length of the 
utilized either for solid metal at the t or depth of socket 
or the wrench. ag ye ee 

length, point or thread. Also Socket- Cap Screws, Tap 
Extensions and Socket Wrench Sets. Dealers: Write fer | 


§ 








catalogue and sales proposi 


The ALLEN MFG. CO.Hikrtrorp, Conn: 





PAINE TOGGLE BOLTS 


“The Most Practical Toggle” 
The Toggle with the “Spring Wings” 


ANY STYLE HEAD z = 
ANY LENGTH BOLT 


Nickel Plated or Galvanized. 
Having Tried the Rest 
NOW—BUY THE BEST 
Simplest and Quickest 


Samples on request. 
No charge. wr - ” 
The Paine Company, 2951 Carroll Ave., Chicago, II. 


79 Barclay St., New York City, New York. 
Stock Carried { 915 Bryant St., San Francisco, Calif. 





















ee a, 





Get this 
Proposition 

° For Building 

Hardware Merchants 


Monarch casement hardware 
is designed and manufactured 
tomeet themost exactingneeds. 


Our profit making proposition offers 
the live Building Hardware Merchant 


Monarch control-lock for out- 
swinging casement windows, 
Positive locking—no gears—keys 
or latches. 


Oem 


Monarch Automatic Stay for in 
or outswinging windows. 


an unusualopportunity. Write for 
the details. 
Monarch Casement Check for in Monarch Metal P roducts Co, 
or outswinging hinged openings. 4960 Penrose St. St. Louis Mo. 


«Makers of the famous Monarch Interlocking Weatherstrip ; 











SOLDERALI 


The Real METAL Solder 


in Paste Form— 
Packed in 




















“Results Equal to Wire 
or Bar Solder.” 





The Greatest Soldering Con- 
venience Ever Invented~ 
Every Electrical Connection 
or Intricate Job Needs ~ 










Products 


Standard of the 
Industry 


New York Wire Cloth Co. 


Manufacturers of golden and antique bronze, bright copper, 
zinc-coated and black enameled screen cloth 
342 MADISON AVE., NEW YORK 
W orks—York, Pa. 























This Handsome Metal Display Cabinet 
Free with Every Premax Order 


There’s no time like the 
present to cash in on 
house numbers. Write us 
for full details on this 
modern sales method and 
its complete assortment 
of Premax House Num- 
bers, including the popu- 
lar y-Caste and De- 
Luxe Models. 


PREMAX PRODUCTS 
NIAGARA METAL STAMPING 
CORP. 


Dept. HA-6 
Niagara Falls, New York 





cepe 
numbers 
orderly. 








= 








The imposing nation-wide list of jobbers handling A-P 
lines is staunch ee! of the fact that Allith-Prouty leads 
in Garage Door Hardware, Door Hangers, Overhead Car- 
riers, Fire Door Hardware, Rolling Lailen, Spring Hinges. 


Keep an A-P catalog handy. It will help close 
many money-making hardware jobs. Write for 
your copy today and name of nearest A-P jobber. 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS 
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AFTER 86 YEARS 


—still the same high quality 






Eighty-six years of con- 
stant quality, constant 
care in manufacture, and 
constant ability in per- 
formance. 


That’s why you can al- 
ways be certain that the 
quality of Coes Wrenches 
will never change. 


Leading jobbers carry 
Coes Wrenches. 





COES WRENCH CoO. 
“In Business Since 1841” 
Worcester Mass. 


SELLING AGENTS 


Peo oye Te Ree 253 Broadway, New York 
JOHN H. GRAHAM & CO...113 Chambers Street, New York 
FENWICK FRERES........ "8 Rue de Rocroy, Paris, France 








DOOR-STAY AND HOLDER 
No. 38 and 39 





c 


The two curved arms “‘B” are of spring steel and fur- 
nish ample spring cushion. To hold the door open turn 
thumb piece “E.”’ This applies to No. 38 only. 

The No. 39 Door-Stay and Holder is identical to No. 38, 
with the exception that thumb piece “E’’ is made a sta- 
tionary block, so designed, that by applying a slight pres- 
sure to the door, this block will engage the curved arms 
“B,” holding the door in an open position. A slight pres- 
sure at the handle of the door will either engage or release 
the hold-open feature. 


Circular upon request. 
THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 








Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Syndicate Stores carrying hardware in the 
United States and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers. 

Mail Order Houses handling hardware and housefurnish- 
ings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers is indis- 


= in economic direct-by-mail ge work and also a 
Ipful guide for salesmen’s calls. sales manager should 
have one on a every salesman could profitably carry 


a copy in his grip. Since the previous issue was published there 
have been more than 10,000 —— and corrections, and these 
all appear in the current Eighth Edition. 


Hardware Wholesalers find Verified List of — value in 











COMPLETE STORE 
EQUIPMENT 





P. A. Schell, Somerset, Pa., are increasing their sales 
by using Heller Equipment. 
Take the pictures out of the eo order a and ony won't 


do any business. Your display the origi article more 
appeali: and will sell more Ail any picture that may s.. made. 
Heller Company manufactures hardware store equipment con- 
sisting of tool display cabinets, — beige and common swing 





display door cabinets, nail ery show cases, seed cabi- 
nets (both bulk and packet), display "taniae, garden tool brackets 
and also 1 cabinets to fit your needs. It won't cost a cent 


to obtain full ag ogd on Heller’s Hardware Store Equipment. 
Just Mail COUPON TOD. 


W. C. HELLER & CO. 
700 Bryant Sn, eonintinn, oO. 








“checking” their retail prospect records. 20 Vesey St., New York City. 
id Please tell us how Heller equipment will increase our sales. 
meee Our store is ........+- feet wide, .......... feet long 
Hardware Age Verified List Department WES beacon etiseciss ccc LE LOR OT eben ae ihe ies 
239 WwW. 39th Se. New York, N. ¥. yer rr errr rrr rrr err re ree reer eee ee vat , SoD egy bo 

















70 


HARDWARE AGE for JULY 28, 1927 





Classified Opportunities 





Classified Advertising Rates 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


Positions Wanted Advertisements 
50% off rates quoted 








Average 10 words to a line 


Allow One Line for Keyed Address 
Samples of merchandise, literature, 








Opportunity Exchange Section RM) Us. sees aawenssseeten $5.00 
Set Solid, Minimum of 5 lines..... $3.00 Each additional inch............ 4.00 Address your advertisements and replies to 
Each additional line 60 Hardware Age, Classified Oppor- 
bs hehe : et tunities, 239 West 39th St., New 
All Capitals, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising serene York Olty ‘ 
4 insertions, 10% off; 8 insertions, 15%, 
Each additional line........... 80 sertion 7 os lo pe 


Remittance Must Accompany Order 
catalogs, etc., requiring more than ordinary reforwarding postage should not 
be addressed to box numbers. 4 








Forms close Ten Days previous to date of 
publication 











BUSINESS OPPORTUNITIES 


POSITIONS WANTED 











WE WILL PAY CASH 


for discontinued or surplus finished products such as 
Hardware—Tools—Cutlery, etc. No quantity too large. 
Wire or write if you have anything for disposal. 

DIXON HARDWARE ne 


294 LAFAYETTE ST., EW YORK CITY 





I 





HELP SPECIALISTS 


FOR THE HARDWARE INDUSTRY 
MALE AND FEMALE 
BEVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMES THD WEEKLY SALARY INVOLVED. 
ABBYE EMPLOYMENT AGENCY, INC. 
Remington Building 
1138 W. 42nd Street Bryant 7374-5-6 
M. Herbert Godschalk—Director—Hardware Division. a 














IT WILL PAY YOU tto investigate; we offer Financial Aid and Free 
Sites to Industries locating in Newton Falls. Three railroads, electric 
freight service, main highways for trucking, the best supply of water in 
Mahoning Valley, right in the heart of the greatest industrial center in the 
world. EWTON FALLS BOARD OF TRADE, Newton Falls, Ohio. 





FOR SALE Hardware. Established 25 years in the best county seat 
of Ohio. 10,000 population. Four railroads, three truck lines all macadam 
roads. Five bus lines on 3 county highway. Bargain sold at once other 
ee - —— $20,000. Address Box H-613, care of Harpware Acz, 

ew Yor 


WANTED GOOD PAYING HARDWARE BUSINESS or will pur- 
chase stock and fixtures of concern going out of business. Send full 
+ mag - first letter. Address Box H-623, care of Harpware AGE, 

ecw ork, 


WANTED TO EXCHANGE INCOME PROPERTY in New York. 
Net return $5,000.00 per year for a good paying hardware business. Have 
guity of $25,000.00. Address Box H-624, care of Harpware Ace, New 

ork. 











HELP WANTED 








a 
\iWanted — Experienced Hardware Men 


‘Men of proven ability—Salesmen, Managers, Quotation Men, Esti- 
mators, tock Olerks, Order Olerks, Shipping Olerks, Packers, 
General workers and all office help. 
ABBYE EMPLOYMENT AGENCY, Inc. 
Remington Building 

113 West 42d Street Bryant 7374-5-6 
‘a M. Herbert Godschalk, Director—Hardware Division 

& 


re 4 


EXECUTIVE 


Must be thoroughly experienced in general hardware and 
competent to take entire charge of buying for several 
branch stores. An unusual opportunity with a most at- 
tractive future for the right man. No investment required. 
All correspondence absolutely confidential. Address Box 
H-620, care of HARDWARE AGE, New York. 




















S) 





POSITIONS WANTED 


Good hardware men are hard to get because they are always employed. 
Here’s one A-1 hardware man who wants to make a change on account 
of circumstances over which he has no control. If you are in need of 
a real honest-to-goodness hardware man who knows the business and can 
produce results—wire me. I shall expect a real salary because I am a 
real hardware man. Prefer inside work as an executive. E. B. Henderson, 





403 Arnold Ave., Greenville, Mississippi. 


Salesman desires to establish himself permanently with 
a reliable manufacturer. Have over 20 years successful 
selling among the largest Hardware and Cutlery Jobbers, 
Premium and Mail Order trades in all territories—age 
41—married, pleasing personality. Address Box H-621, 
care of HARDWARE AGE, New York. 





SALESMAN DESIRES POSITION WITH MANUFACTURERS OF 
MECHANIC TOOLS, PREFERABLY TERRITORY OF NEW YORK 
AND PENNSYLVANIA. FIFTEEN YEARS’ OF EXPERIENCE. 
XCELLENT BUYER ACQUAINTANCE, MARRIED, AGE 
43, CAN FURNISH SATISFA Y REFERENCE. ADDRESS 
BOX H-607, CARE OF HARDWARE AGE, NEW YORK. 

















Would like position in Hardware Store as manager or head clerk. 
Years of experience. Can relieve Owner, simplify details, train clerks. 
Make daily grind a pleasure instead of drudgery. Address “Hardware,” 
3813 W. Euclid Ave., Detroit, Mich. 





HARDWARE MAN, 12 YEARS of practical hardware and paint experi- 
ence, desires position with progressive concern. Married and with A-1 
references. Address Box H-554, care of Harpware Ace, New York. 





EXPERIENCED hardware and cutlery man seeks connection with manu- 
facturers or distributor. Any territory. Nine years’ practical experience. 
Address Box H-601, care of Harpware Acre, New York. 





SALES REPRESENTATIVES WANTED 


LONG established manufacturer expanding distribution has opening for 
representative in several sections with opportunity for manufacturers’ agents 
and exclusive representatives according to section of country. Dog collars 
and furnishings, a holsters, police billies, etc., to sell to hardware, sport- 
ing goods, pawnbrokers, - stores and leather goods stores. State age, 

resent lines, if any, and reasons why you can sell this line. Address 

ATTERSON, P. 0. BOX NO. 105, Baitimore, Md. 











Salesmen calling on hardware trade to handle Manila and Sisal Ro 
and Twines direct from importing manufacturer’s stocks in New York. 
ge og A commission paid promptly on accepted orders. Only desire 
men who have standing with their trade. Write giving references, terri- 
tory covered, and how often. Address Box H-618, care of HArpWARE 


Acz, New York. 





: WANTED—SALESMEN 

SIDE LINE—Salesmen now selling to the automobile accessory and 
hardware trade in the United States and Canada can add greatly to their 
income by featuring our Piston Rings as a side line. Write for details. 





KEYS PISTON RING COMPANY, 3513 Choteau, St. Louis, Mo. Estab- 
lished since 1913. 
WANTED-—Sales representatives to sell entirely new model V-W 


Window Ventilator. Excellent sales proposition. Either whole time or 
side line. Address V-W VENTILATOR COMPANY, 2830 A. I. U. 
Building, Columbus, Ohio. 
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: a SALESMEN now selling to Hardware and Department Stores _to_ sell 
iene Wen Sar gg tht 3 2 ie ee ee ee well established high grade line Trellises, Lawn Furniture, etc. Protected 


eral commission. Reference required. Address ARNOLD F. GLASS territory now open in New England, Middle Atlantic, Southern and Mid- 


- = Western States. Our liberal commission plan makes this an unusual op- 
GAS RANGE CO., 1027-1029 Ave. D So., Birmingham, Ala. portunity. Address Box H-622, care of HArpware Ace, New York. 








SALESMEN—NOW CALLING ON HARDWARE Supply Houses to COMMISSION SALESMAN IN EACH STATE for manufacturer of 
sell Drain Pipe Solvent, Metal Polish and Furniture Polish as a side line. | hand tools and hardware specialties. Advise territory covered and houses 
Commission basis. Address Box H-619, care of Harpware Acg, New York. | represented. Address Box H-614, care of Harpware Ace, New York 











FO R = T oy E gp Bw I T s One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 
The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 
arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. It is preferable and more 
expeditious than chisel, gouge, scroll saw, or lathe tool combined for core- 


boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


THE PROGRESSIVE MFG. CO. - - - TORRINGTON, CONN., U. S. A. 

















Confidence in fanpion, Brand 


Tungsten Lamps is shown by 20,000 re- 
tailers and 5 jobbers who eell them. 
Consolidated Electric 
Lamp Co. 

DanVers, Mass. 


“Licensed under the General Electric 
Company’s Incandescent Lamp Patents. 











SAMSON CORDAGE WORKS 


MANUFACTURERS OF 4A — SASH CORD, CLOTHES. 
BRAIDED CORDAGE ¢ Boop LINES, SMALL LINES 


AND COTTON TWINES Fap¥7iy ETC. ccm rave caracos 
BOSTON WS MASS. 

















BC 


Wright’s Jennings Auger & Car Bit’ 
High Grade 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 


Robertson “Horseshoe Magnet” Hammers 


Permanent magnet which holds 


wd pe" a a 
the tack in position for driv- 
ing. Awarded the Silver Medal — 


(the highest offered) at the Panama-Pacific Exposition. 





Good profit. 
Name and design trade marks registered U. 8. Pat. Off. 
ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 








Makers of Every Kind 
of Screw, Nut and Bolt 
The Corbin Screw Corporation 


The American Hardware Corporation, Successor 





SearTon “= 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 























BROWN @ SHARPE 
° Suelo) Hh 
Made Best 
They Give Compl. te Satisfaction 
Cota 


TRADE MARK ifa i request 


3ROWN & SHARPE MEG. CO. Providen Rio; Use 


ie ee STRATTON MFG. CO. _ Stratton, Maine 
DROP FORGED | & screw “ NOX” orivers £ 
WRENCHES || B connec LENO i F 
ta Bee © tek oe anaemia. me) ences 
Pm. 4 see in machining and finish. Send fer “, Soclu in Lhe PY . Bow” 
ARMSTRONG BROS. TOOL CO. AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 
314 N. Francisce Ave., Chicage, Ill., U. S. A. MACK SAWS ~ GAND SAWS — SCREW ORIVERS - GLASS CUTTERS 





PITTSBURGH 
Pesf Products 


Glass-Paint-Varnish-Brushes 
PITTSBURGH PLATE GLASS CO. 
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THE ADVERTISERS INDEX is published as not as “gen of the advertising contract. Every care will be taken to index eorreetly. 
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errors or failure to 
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THE ADVERTISERS INDEX is 


published as a convent net as 


part of the ad 


ence and vertising contract. Every care will be taken to index correctly. 
No allowances will be made for errors or failure to insert. 





Lane Unique Tool Co., Will B.. — 





Niagara Metal Stamping Corp.. 68 





Rugg Mfg. Co.....cccccccccces 





Curner & Seymour Mfg. Co.... — 
Turner, Day & Woolworth Han- 





Lendzion Leather Goods Co..... 61 | Nicholson File Co...........+.. — | Russell, Burdsall & Ward Bolt & 
ee, SN ee eer — | Norcross & Sons, C. S.......... ~- UM Ee cdnias cake vtneesense _— Ge GE. siccans ewedssdecccessce = 
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Wise Dealers 
Read and Follow 


When the modern dealer runs out bf merchan- 
dising ideas, he no longer “burns the mid- 
night oil” to think up something new. He 
looks over his file of HARDWARE AGE and 
finds, in the stories of what other progressive 
dealers are doing, many ideas that can be 
adapted to his own needs. 


Let your sales people look over HARDWARE 
AGE when there’s a lull between customers. 
Doing this will keep you and your whole 
sales force plentifully supplied with sound 
merchandising ideas—ideas that will move 
merchandise. 


HARDWARE AGE 


239 West 39th Street 


New York, N. Y. 
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Julius Sand 
Founder 


The inventor of the first 
combination plumb and 
level, and the attic 
workshop where the 
first Sand’s Levels were 
made, back in 1895. 
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Sands Levels, Plumbs & Tools 









Julius Sand, the inventor of 
Sand’s Levels, was a practical 
Union bricklayer. He is still 
a member in good standing of 
the B.M.&P.I.U., Local No. 2, 
of Detroit, and proudly carries 
his Union card. He mingled 
with other bricklayers. He 
studied their needs with the 
purpose of designing and build- 
ing a level that would make 
their daily work lighter and 
easier. 


Julius Sand was the first to 
bring out a combination spirit 
plumb and level. It was hand- 
made, ABSOLUTELY AC- 
CURATE, and much more con- 
venient than the other types 
of levels then in use. One day 
a fellow workman said: “Sand, 









ade BY Men 
Who Know Requirements 


make a level for me like the 
one you use.” Sand did. First 
one man, then another tried 
that level. They liked it—the 
news spread from job to job. 


Thirty-two years have passed. 
Level patterns have changed, 
improvements have been added; 
today as in 1895, “Sand’s Lev- 
els Tell the Truth.” 


Their accuracy is now _per- 
manently BUILT in _ and 
SEALED in at the factory. 
It cannot be tampered with. 


The largest exclusive level 
business in the world is a 
silent testimonial that level 
users want truthful levels and 
know Sand’s makes them. 
Sand’s advertising in class pub- 
lications does the rest. 


Sand’s Level and Tool Co. 


8629-37 Gratiot Ave., Detroit, Mich. 


Sand’s sole distributors of Stevens line levels! 


Sands Levels Tell the ‘Truth 








HARDWARE AGE for JULY 28, 1927 





er VRDAY EVENING Pos, 
V4 « 


\\* 


\ 
NX 


AKIN 


NAKANO 


U 


== 
_—_—4 at 
N } ATM ' ] 
“I = 


| 
| 


\\\ 





TT 


== 


t 
vw 
® 
ww 


i) 


all 


icy 


— 


\\ 


\ 





\\ 


ih 


lh 
a 


if 




















\\ 
ns 











EE 





Woorter5xum 


Mi 


KG 
| 


\\ 
\ 
\ 


i 


gl 


iN 


‘ 
\ 





—_ 





| 


aon 
il 





At 











A 
Z 
g 











YuRNeaMe 
Am 42014me 








The Tie-up Sells the Brushes 


Let printed selling build your paint and brush 
EEE business. The same people who read your news- 
GET FREE MATS 


paper are reading Wooster national advertising. 
TO RUN IN YOUR Advertise to them. We furnish you with complete 
NEWSPAPER advertisements ready for the newspaper. Send for 
centetelineniaddimaianinean one and two column mats or stereotypes today. Let 


everybody know you sell genuine Foss-Set and 
Shasta WOOSTER BRUSHES. 


The Wooster Brush Co., 
Wooster, Ohio. 


Please send, free of charge, mats 
to advertise my store in my local 
newspaper, and thereby get the 
local benefit of 


Wooster Brush 
National Advertising. 


THe WoosTeER Brusy Co 


Since 1851-~Dne Family~— 


Ove tdeonttaner trates WOOSTE, 


WoosTER BRUSHES 


‘ FOR PAINTING—VARNISHING—ENAMELING 
Am RIMS OORE * LACQUERING—KALSOMINING: 


Send fang, column advertisements. 


eseeeueeeuseosenessnl 











